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Carrying Confidence to Public 


ELL the public in your advertising and in your 
work : 

Spend as usual 

And prosperity will continue as usual ; 

Scrimp when unnecessary 

And prosperity will cease. 

The first Hoover conferences were with major busi- 
nesses “not immediately dependent upon buying by the 
general public but on the maintenance and improvement 
of the industries, telephone systems, light and power 
plants and municipal properties.”—They succeeded. 

The second group of Hoover conferences were with 
leaders in manufacturing articles more closely related 
to the buying and selling of goods and a tremendously 
significant statement came out of that meeting.—I/t suc- 
ceeded. 


We believe now the next step is to carry the con- 
ference idea to the public, and we repeat the best 
possible advice at this time is: 

Spend as usual 

And prosperity will continue as usual; 

Scrimp when unnecessary 

And prosperity will cease. re 


[’ is significant that 46.7 per cent of all manufacturing 
businesses in America have less than 250 employees 
—75.1 per cent of all manufacturing businesses in Amer- 
ica employ less than 1000 workers—and there are only 
693 manufacturing businesses in America employing over 
1000 wage earners. 

The responsibility, therefore, for the production of 


goods rests upon the small businesses of America and 
the sign of confidence that they gave to Herbert Hoover 
was most encouraging. 


* * * 


HE next decade belongs to us—the business papers, 

in carrying on a message of making and merchan- 
dising so that the best practice can be multiplied in the 
minds of tens of thousands of merchants who want to 
find the path to profit. 

National leadership of thought, expressed in the printed 
page, was acknowledged this week by selection of A. C. 
Pearson, chairman of the board of the United Business 
Publishers, Inc., as a representative member of the 
committee of seventy-five, to work with President 
Hoover and the Chamber of Commerce of the United 
States. 

The United Business Publishers, Inc., is publisher of 
numerous papers in practically all the major fields of 
commercial life, so Mr. Pearson’s contacts with the 
American business structure are both broad and inti- 
mate. Through the wide circle of United Business Pub- 
lishers publications he is in touch with executives in 
steel, textiles, automotives, petroleum, hardware, shoes 
and leather, distribution, retail merchandising and in- 
surance, as well as jewelry. He has a large perspective, 
and an excellent appreciation of contemporary affairs. 
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A Lengthened Buy-Line 


by CLARENCE BOSWORTH 


Five million new-shoe wearers and a 10 per cent 
increase in the period of activity for all shoe buy- 
ers. This, approximately, is the glad news which 
the figures for the Census of 1930 will bring to the 
shoe retailers of America. But it is only the be- 
ginning of what the new census will tell us about 
changed conditions to enable merchants to adjust 
their retail practices to gain full advantage of the 
new opportunity to sell footwear in greater volume 
and at better profits. 


figures will show that we have 5,758,997 more peo- 
ple to whom we can sell providing our rate of in- 
crease holds constant to the estimates made two years 
ago by the Bureau of the Census. We expected some 
such increase, but even at that a gain of 16.6 per cent 
under restricted immigration is something to tell the 
world about. It is a 1.7 per cent greater increase than 
we had during the decade covered by the last census. 
This new census is going to cause us to readjust our 
ideas of how to sell footwear, not only because we have 
five million new customers but because our people are 
beginning their volume buying at an earlier age, because 
youth enjoys larger earnings, because the period of per- 
sonal activity has been perceptibly lengthened, because 


iz isn’t especially significant that the 1930 Census 
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the purchasing power of our people has been raised until 
they support, with comparative ease, the highest stand- 
ard of living the world has ever known, because our 
markets are undergoing a rapid coordination through 
the elimination of the powerful influence of “foreign 
areas,” and because credit facilities have been so tre- 
mendously expanded for the individual buyer. Added 
to all this will be figures to show that population, com- 
merce and industry are going through a process of de- 
centralization. 

But of all these revelations, perhaps the most spec- 
tacular will be the fact that our people are now buying 
at an earlier age and that they are stretching their buying 
activity away beyond the years that we formerly recog- 
nized as their ultimate limit of commercial importance. 

Despite the greater economic pressure on the indi- 
vidual, American youth frolics into marriage far more 
readily than it ever did before—and I'll admit that it 
frolics out again with even greater impulsiveness, but 
this latter phase of its unprecedented “goings on” is 
social, not commercial. We won't discuss it, except to 
inject this interesting sidelight : 

Such a large percentage of divorces result in quickly- 
following marriages with their attendant calls for new 
homes, new furnishings, new clothes, few luxuries and 
all, that divorces may actually increase the volume of 
business. I don’t know. I'll have to investigate that 
phase of consumer demand and let you know Jater. 
What I want to emphasize at the moment is the fact that 
youth has a higher commercial value than it ever had 
before. Figures show it. 














The fact that more American youths undertake mar- 
riage during what we old shellbacks would call the 
tender years is all the evidence we need to impress this 
fact of the greater commercial value of youth. It makes 
no difference whether these kids between fifteen and 
nineteen are fit to assume the responsibilities. The fact 
is they do, and when they do their period of important 
purchasing begins. Their advancement of the age of 
action results from the comparatively high wages which 
may now be earned by youngsters, from their unre- 
strained impulsiveness, from the demand of present-day 
youth for total independence and from the credit facili- 
ties which installment plans of purchase afford them. 


HAT they are taking advantage—it may be an ill- 

advised advantage but it is an advantage and they 
are taking it nevertheless—of these new phases in their 
scheme of things, is illustrated by these figures : 

In 1900 only 1 per cent of the male population be- 
tween 15 and 19 years was married. By 1910 this per- 
centage had increased only 1/10 of 1 per cent. But 
by 1920 it had increased 100 per cent so that the figure 
when given out for the Census of 1930 may be expected 
to show that as many as 4 per cent of our boys who are 
still years removed from their majority are married. 

The figures concerning the early marriages of our girls 
is even more spectacular. In 1900, of the girls between 
15 and 19 years, 10.9 per cent were married. In 1910 
the percentage was 11.3. In 1920 it was recorded as 12.5 
per cent. What will the 1930 recording be? Probably 
15.5 per cent. If these projections are true, and they 
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FORMATIVE PERIOD 
Instructed Purchasing 


First Earnings and _ Inde- 


pendent Purchasing 


Development of Store and 
Brand Preference 


Buying Limited to Personal 
Requirements 


Beginning Age of Vanity 


Setting of Speculative Stand- 
ard of Living 


First Indulgency in Luxury 
Units 


PRODUCTIVE PERIOD 


Earnings Sustained and In- 
creased 


Social and Business Responsi- 
bility Developed 


Enjoyment Period (Trivial 
Expenditure) 
Courtship, Marriage, Home 
Establishment 

Numerical Development of 
Family 


Assumption of Responsibility 
for Dependents 


CUMULATIVE PERIOD 


Enlargement of Earning Ac- 
tivities 


Development of Personal For- 
tune 


Larger Burden of Dependents 
(Provision for Aged) 
(Provision for Youth) 

Increase in Living Luxury 


Greater Demand for Quality 


Climax in Personal Needs and 
Wants 


Decreased Demand for Vari- 


DECLINATIVE PERIOD 
Conservation Holdings 
Content with Perpetuation 
Decrease of Activity 

Loss of Vanity 


Release from Social and Fco- 
nomic Urge 


Release from Responsibility 
for Dependents 


Decrease in Personal Needs 


and Wants 


(Longer Life and Retained 





Developments of Vanity 
Sporadic Periods of FEarn- 
ing Demand for Variety and Ac- 
tivity 
(Economic and Social Changes 
Have Advanced the Com- 
mercial Value of Youth. 
They are independently sat- 


Domination of Ambition 


(A Greater Individual Sta- 

isfying their footwear needs bility Is Noted in This 

much earlier than formerly) Age Group Because of 
. Earlier Activity) 


(Solid Line Shows Change Over Former 


ety Vitality Have Lengthened 
the Years of Buying. Be- 
cause of the shift to cities, 
people even in this age- 
group are more particular 
concerning style and appear- 
ance) 


Provision for Old Age 
Demand for Material Se- 
curity 


(Because of Greater Activity 
in Preceding Years, Buying 
Activity Runs More Uni- 
form in Middle Age) 


Valuations Indicated By Shaded Area) 








are surely within a few tenths per cent of the actual 
figure, then the general average of our married young- 
sters will have jumped in thirty years from 5.95 per cent 
to 9.75 per cent, an increase of practically 65 per cent. 
And, because of the lessening restraint and the increas- 
ing assertiveness of youth, we may reasonably expect the 
growth of this percentage to be more than uniformly 
accelerated. 

And just beyond the middle and at the end of the 
buy line, we find similar significant changes which, 
taken with the advancement of the buy line, are depress- 
ing the peak, raising the ends, and effecting something 
of the movement toward uniformity in buying activity 
that industry has been striving for in production activity. 

The figures of the new census will also show how much 
American life has been lengthened and how much longer 


the period of activity has become. Within the memory 
of most of us, men at 45—and women, too—began to 
slow up and they were old and acted old at 60. Since 
1900, the figures in the Census for 1930 will show that 
an increase of almost 30 per cent has taken place in that 
part of our population in the age-group of 45 to 65 years. 
Statistics prove that people live longer now and observa- 
tion proves that they are mentally and physically active 
as long as their vitality holds out, and it holds out so 
long these days that grandmothers “step out” with all 
the buoyancy and breeze of their granddaughters. 

If we cared to carry this statistical study farther, we 
should find executives and sportsmen, club women and 
business women still active, vigorous, alert and eager, ten 
years beyond the age formerly regarded as the time for 

[TURN TO PAGE 91, PLEASE] 
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THE STATE of INDUSTRY ‘5,1! te2" 


‘he conference of leading business organizations and industrial leaders 
h 





eld in Washington under the call of the Chamber of Commerce of the 
United States and at the request of President Hoover, was participated 
in by the representatives of the shoe and leather industries. 

The general business situation in the shoe field was given by Harold C. 
Keith, president of the National Boot and Shoe Manufacturers Association. 

The position of the leather industry was given by Willis R. Fisher, chairman 
of the board of the Tanners’ Council of America. 

President Keith, for the shoe industry, reported : 

1. The production of shoes for the year 1929 will probably be the largest in 
any year since the war. Government figures show a production for nine months 
of approximately 273,000,000 pairs as against 262,000,000 pairs for the same 
period of 1928, a gain of 11,000,000 pairs. The production for the last quarter, 
however, will probably show some loss over the same period in 1928. 

2. As far as can be ascertained the stocks of finished shoes in the hands of the 
manufacturers are normal. 

3. Manufacturers on the whole are in sound financial condition. 

4. The production during 1929 was probably not over 60 per cent capacity. 

5. During the months of October and November there has been more than a 
seasonable recession in business, and this recession is likely to last into the 














1 Eco- spring. 
6. Because of the large production during 1929 and the current recession in 
sibility business, it can hardiy be expected that production for the early period in 1930 
can equal the production of the corresponding period of 1929. It is the con- 
Needs sensus of opinion, however, that the loss will be moderate, possibly not over 
10 per cent. 
etained 7. It must be borne in mind, however, that this estimate of production would 
_— have to be materially reduced should Congress place a substantial duty on hides. 
cities, thereby increasing the cost of shoes to the consumer with a resultant loss in 
Fe ofl domestic volume, and further curtailment of exports. On the other hand, 
appear- production and wages would be increased should Congress give the manufac- 


turers some protective duty on shoes, thereby, partially at least, equalizing the 
low labor costs abroad which have caused such a rapid rise in the importation 
of shoes. During the first nine months of 1929 there were imported 4,369,646 
pairs of shoes duty free as compared with 1,897,584 pairs during the first nine 
months of 1928. 


Chairman Fisher, for the leather industry, reported: 
(1) General—According to Census of Manufactures, 1927, the leather 
industry consists of 494 establishments, employing 53,047 workers earning 
[TURN TO PAGE 92, PLEASE] 
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PRESIDENT 
GEUTING 


—Why is a national organization necessary? What 
Q. does it do to justify its existence? 

A.—First: every craft today recognizes that those en- 
gaged in it have a common interest in its general welfare, 
and that there are many ideas that would be of common 
benefit which cannot be realized by an individual, and that 
therefore the individual’s strength and power lie in or- 
ganization, through which he can better secure his aims 
and ambitions. Government and state legislation no longer 
consider individuals. They want to know whether or not 
the individual represents the majority opinion. This has 
been particularly true since the war. We in the shoe tra:le 
may be justly proud of having been one of the initiators of 

the association movement, and 
were repeatedly held up as an 
example to other industries dur- 
ing the stress of war, becatise 
of our being completely organ- 
ized. 

Second: Since the organiza- 
tion of the National Shoe Re- 
tailers’ Association there has 
been a general uplift and steady 
improvement in shoe distribu- 
tion. The organized influence 
of the shoe retailers has also re- 
sulted in improvements in the 
manufacturing as well as the 
tanning business. 

One of our outstanding ac- 
complishments was the organi- 

President zation of the style committee, 
Anthony H. Geuting which resulted in the Style Con- 
informed the Economic ference, now _ enthusiastically 


in Wachintes — — _ supported by the manufacturers 
as well as the tanners. The re- 


1929, with but a single exception, has had the greatest shoe production in our history. 
Generally speaking, the retail business has been satisfactory up to October, when un- 
favorable weather conditions dampened the ardor of fall purchasing. .This, plus the crash 
in the Stock Market in November, has intimidated purchasers, yet reports prove that whenever 
favorable weather conditions appeared there was satisfactory fall business. 

“There may be a slight over-stocking as a result, but nothing more unusual than might be, 
expected under similar conditions any other year. 

“I would advise Merchants and Department Stores against cancellations and the issuing of! 
general orders delaying purchasing, which frightens, and causes stagnation and an unemploy- 
ment situation. My judgment, as a large dealer, is to place customary orders for spring 
delivery, knowing that people will continue to wear shoes, and knowing that unless they are 
placed in advance best economic results cannot be outlined. If this thought is generally 
carried out the shoe industry would have little to complain about. 

“I shall advocate this at our Annual National Convention in St. Louis the first week in 
January. This convention has the power to re-establish confidence because it will be very 
largely attended, and will also be representative of every branch of the Shoe Trade. A 
gathering of this sort stimulates courage and develops confidence.” 
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TESTIFIES 


port of this conference is broadcast throughout the 
world and has established the American Shoe Industry as 
foremost in style, in enterprise, and perfection. 

Through this cooperative effort, it has established a 
unified color in the tanning industry in cooperation with 
the textile mills. It has inspired the entire shoe trade 
of the country with an interest in charming foot dress, 
so that unquestionably today America stands in the fore- 
front in this regard. 

Q.—That does not answer why we have a National 
Convention, and why we should have so many smaller 
ones. 

A.—Without a convention you cannot secure a gather- 
ing of shoe men of any consequence. 

Q.—What good is a gathering? 

A.—My experience of these gatherings has been that 
not alone have I broadened my own vision and knowl- 
edge of the possibilities of the shoe trade, but also I 
find that every enthusiastic member of the association 
who has kept in touch with our meetings, and has 
elbowed with his fellow shoe men, gathering the best 
thoughts from these conventions and putting them into 
practice, has been far more successful than he who stayed 
at home. I could mention offhand dozens of shoe men 
who have put into practice the things they have learned 
in the conventions, and have taken their businesses out 
of a slough of habit and despair into growth and pros- 
perity. 


Q.—Is it not true, however, that the great majority of 


The two rules by Mr. 
Geuting on this page 
have done more to 
make retailing of 
shoes a real business 
than any single con- 
tribution by any man 
in the industry in the 
past twenty years of 
their application 
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shoe men just go to a convention for an outing and 
spend, rather than profit? 

A.—The Good Book says that “The poor we shall 
always have with us,” and no organization, no educa- 
tional institution, has very much opportunity to make a 
moron successful. Yet, that is no argument to close up 
our colleges and good schools. There is an old saying: 
“Some do, and some don’t,” but the facts are that the 
world moves forward. 

Q.—What is your ultimate aim, and what are all these 
conventions leading up to? 

A.—My aim is to keep the shoe industry of the United 
States in the forefront where it is today. This can be 
done only by educating the retailer, the distributor, the 
man who gets in touch with the public. The better he 
is, the better will be the industry as a whole, and the 
more progressive. There is no argument against this. 
No matter how well shoes are manufactured, and how 
skillful the tanner, unless they have good salesmanship, 
they will not be able to get the maximum result. 

Q.—Don’t you think that two conventions a year are 
sufficient for this purpose? 

A.—I believe that we should have but one great big 
allied annual convention. I believe it should last a 
week and should embrace an exhibition from every 
branch of our industry, being so instructive, educational, 
and comprehensive that it would attract the buyers from 
all over the world, and thus shoot the advanced shoe 

[TURN TO PAGE 89, PLEASE] 
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Getting More Shoes Sold Right 


E. O. Ray 


Build Business on Sizes 


‘““TT ain’t the ‘eavy ’auling that ’urts the ’orse’s 

’oofs, hits the ’ammer, ’ammer, ’ammer on the 
‘ard ’iway,” is an old London saying that has its 
adaptation in merchandising. 

It isn’t the heavy going that hurts a store’s profits, 
it’s the hammer, hammer, hammer of the hard mark- 
downs. Forced sales means forced markdowns 
with no corresponding high markups to offset it. 

For a basis to work on, let’s assume this premise 
is true; that due to the desire to maintain a sup- 
posedly high turnover, markdown and profit figures 
have exchanged places. It naturally follows that 
a thin, lean stock is carried, one that is stretched to 
its tensil limit in order to cover a wide field. When 
this condition exists, the momentum turnover must 
be maintained by a _rocket-motor—continuous— 
sales mechanism. A noisy disturbing element at its 
best. 

“Sorry we are out of your shoe, but we can get 
it for you,” is a poor substitute for, “Here it is.” 

Millions of sales are lost daily through insuff- 
cient stocks, in the straining for turnover alone. 

Turnover is vital in selling high-style shoes, but 
not so intensely important in successfully merchan- 


dising conservative shoes. In the latter case, a wide 
spread of sizes with a small, live reserve stock, is 
the important feature. Build your business on sizes. 


ty, Sn, she, 


Work Shoes Up 


O illustrate the speed with which business in- 
terprets the Hoover program, be it known gen- 
erally that the production of work shoes is increas- 
ing. Is this in anticipation for a demand for work 
shoes in the building of railroads, highways and 
other public utilities? 
One of the remarkable developments of this 
Hoover program is the reserve of work now to be 
expended in what might be called “pure purchasing 


- power.” 


Many millions of dollars in wages will go into 
the major jobs, that have very little to do with final 
consumer purchases. For example, the Western 
Electric Company is three years behind in its pro- 
gram of construction. There are hundreds of other 
concerns that have mapped out immense wage- 
giving undertakings. The psychological situation of 
the present moment has absolutely nothing to do 
with the expenditures of their moneys for supplies 
and labor. 

No countries on the face of the globe have the 
immense reservoirs of work still to be completed. 
Realization of this is solid reason for continuance 
of business as usual. 

The very keynote of the Washington Conference 
last week was expressed by President Hoover in 
one word—WORK. 
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Henry Ford’s Shoes 


HERE’S all too much of “knifing” within the 

shoe trade. Groups of stores fight other groups 
by saying “our shoes at $6 are equivalent to any- 
one else’s at $10. 

Some of these stores use the wildest of argu- 
ments. One store tries to prove, by a test of actress- 
demand, that the customer cannot tell the difference 
between shoes at $5 and $8.50—“So Why Pay 
More.” Why try the blind-fold test to prove eye- 
value—the foot knows best. 

And so it goes, the length and breadth of the 
country. Fighting the battle of price and putting 
the curse on the shoes of the higher price. 

Now there is something that goes into shoes in 
lasting and craftsmanship that is not visible on the 
surface. Window shoes are not always the run 
of the stock. What about the difference in service 
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given? The right shoe in the right fit is worth a 
better price than the shoe thrown at the customer. 

Kill the item, wherever you can—‘“Henry Ford, 
Automobile Magnate, Country’s Richest Man, Wears 
Shoes Retailing for $6.25.” The fact remains that 
the shoes selected by him were not $6.25 retailers 
but were so priced at the factory. It may be his 
pet economy to buy popular priced shoes. In fact 
it should be broadcast that they were not street 
shoes but a special pair of slippers. 

It is a damaging news item to go the country 
over, that shoes at $6.25 are good enough for Henry 
Ford and they should be good enough for everyone 
else. 

The retail shoe business is suffering sufficiently 
at the present time without having the additional 
handicaps of mis-statements in the news and in re- 


time and patient explanation to produce a new and 
better appreciation of shoes and it is up to every 
shoe man in every way possible to GRADE UP 
rather than GRADE DOWN a commendable ser- 
vice of a practical product. 


fe 


What 1s a Bargain 


ORE customers are “walked” for the lack of a 
size than for lack of a style. Witness the 
forward stride that basement operators have made 
since they began to designate their sizes and styles 
instead of buying jobs. 
A cut price sale to be a bargain—and the shop- 
ping public is very bargain wise—must be a needed 
article in the right size, color and pattern that will 


tail shoe men’s advertising. 


The public is getting its 
full money’s worth in 
shoes today—in fact more 
for the money. At some 
distant date the right shoe 
in the right fitting, will be 
accepted by the public at 
twice the cost of the wrong 
shoe in the wrong fitting. 
It is not a matter of fash- 
ioning leather in the form 
of a shoe that’s the whole 
problem of service to the 
public. 

Henry Ford is good 
newspaper copy; but Mr. 
Ford himself had nothing 
to do with the national 
publicity of $6.25. He has 
never discounted quality. 
In fact his Lincoln car is 
the utmost in quality and 
his appreciation of quality 
in everything is to be com- 
mended. 

The whole thing goes 
back to the very sources of 
footwear misunderstand- 
ing. The curse of the 
cobbler persists. It takes 
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—God News— 


“Our sails are all set and we are 
positive 1930 is going to be equally as 
good as 1929, From our way of siz- 
ing up conditions throughout our 
various territories, we feel that the 
right organization will be able to go 
straight ahead and continue to show 
gains. 

“J want you, Mr. Terhune, as head 
of the Boot & Shoe Recorder, to know 
that this organization greatly appre- 
ciates the service your publication ex- 
tends to the industry as a whole. Your 
many splendid articles, coupled with 
the prestige your paper has through- 
out our industry, helps the morale of 
all of us. 

“We feel quite sure that with the 
merging of the Shoe Retailer with 
your paper, the Boot & Shoe Re- 
corder, you can very much better 
serve the industry as a whole, and 
particularly so, help to encourage the 
shoe retailers everywhere, to put their 
business on a paying basis.” 

GEO. P. UTLEY, 
Harsh & Chapline Shoe Co., 
Milwaukee, Wis. 


The right approach to a New Year. 
An aggressive organization looks at ob- 
stacles only as tests of selling courage. 
There will be more shoes properly sold 
in 1930 than ever before—for every so 
often industry pulls itself up and thereby 
increases both its gait and its rate of 


progress. 


Seut-U Tubs. 
President. 








fit into the wants of that 
one prospective buyer. A 
very smail proportion of 
the public is interested in 
junk, that is, out-of-date 
shoes at give-away prices. 

With January and Feb- 
ruary comes the sale ques- 
tion. The necessity of 
moving goods and moving 
many of them is apparent. 
Years of education on the 
merchants’ part have 
caused the public to expect 
sales during this time. 
This education now re- 
sults in a very snooty 
public, one which will only 
buy what they want as 
they want it. 

To clear goods success- 
fully needs as much plan- 
ning as the actual buying 
of new shoes. Mere 
dumping of shoes is with- 
out profit, and at the same 
time a dangerous thing to 
do if you want to bring 
that customer back to 
regular shoes later. 





Using Blackboards to Boost 


A daylight bargain basement, with original publicity, 

real values and clothes costumers to display shoes 

helps solve the turnover problem for this big New 
England store 


T has always seemed in our business that many 
I little ideas and original ways of doing things 

are our best sales builders. We have been in 
business in this city for many years, having always 
tried to be original in order to make people “sit 
up and take notice.” 

We have, as I believe, the largest exclusive shoe 
store in New England, selling all types of popular 
priced footwear. In a city with a population of 
50,000 people and with an out-of-town population 
of 60,000 people, we do a business that would sur- 
prise many a big city store. 

We make quite a specialty of our day-light bar- 
gain basement. About a dozen large windows give 
the department sun and daylight, making the de- 
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partment very bright, clean-looking and cheerfu 

One original idea that we have in this departme: 
is our black board specials. For these we hay 
eight blackboards of about 2% ft. in length | 
1% ft. in width, suspended from the walls between 
our many windows. On these we write each day - 
specials. 

The merchandise advertised on each blackboar«| 
is to be found directly beneath the sign. Thus ii 
our blackboards advertise childrens’ shoes at $1.40 
a pair, the entire lot of those shoes will be foun: 
on the counters directly beneath the sign. Bb 
looking at these blackboards, people can see at « 
glance just what specials we are offering for t! 
day. 

The basement is advertise 
only in a general way in tl 
newspapers. By word-of-mouth 
these blackboard specials have 
been advertised for us so that 
people visit this department very 
frequently to see what specials 
we are offering. 

After each day’s work or after 


Maybe it does look like a country store of the 

eighteen eighties. But this bargain basement pro- 

duces volume and turnover for Lafayette Shoe 
Company, of Woonsocket, Rhode Island 


Shoes where folks can see 


them. 


That’s the per- 


fectly obvious explana- 
tion of what has put this 
store high up among top 
notchers for volume of 
business in New England 
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Shoe Sales 


the run of the merchandise is 
taken out, we merely wash the 
blackboards and write in the next 
day’s specials which are always 
announced by name with price. 
The blackboards are very inex- 
pensive to buy and there is prac- 
tically no upkeep to them. 

Through this little original 
idea our basement has attracted 
more than the usual publicity, 
for people mention Lafayette’s 
blackboard specials. Because of 
their unusualness, many people 
have come in here for their first 
time. 

For the specials we offer very 
good values, having found that 
people are attracted to the store 
and to the basement by the mer- 
chandise. Whiis the blackboards 
give us publicity and furnish in- 
expensive signs, it is the values of the merchan- 
dise which stands back of the blackboards and 
makes them more popular. 

While we absolutely do not buy any imperfect 
or second merchandise, we do occasionally find our- 
selves with a pair of mismated or imperfects. 
There are always the odds and ends, slow sellers 
and such, of which every retailer has some. These 
we merchandise by means of a clothes costumer, 
upon the hooks of which these shoes, in pairs, are 
hung. 

A sign at the top of the costumer announces the 
sale of odd lots. We can display about a dozen 
pairs of shoes in this way, and you would be sur 
prised how quickly they sell. We also have a large 
basket. placed on a counter from which such mer- 
chandise is sold. 

All shoes sold from either of these racks are 
plainly marked as to size, price and stock numbers. 
While we have few pairs of such merchandise 
compared to our volume stock, we sell practically 
all of what we do find ourselves with in this way. 

We have actually found that many people make 
it a point to watch this costumer and the basket for 
the values offered in them. The footwear is, of 
course, marked down for quick sale, making it an 
attractive buy. 

Instead of the usual way of attaching pairs of 
shoes with a string through the backs of the shoes, 
we use a small hook which clamps easily on the 
shoes. The shoes are then suspended from the 
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CEE ABET Site 


Blackboard specials have proved to be a kind of bait that 

fempts customers of the Lafayette Shoe Company. 

graph shows the “daylight bargain basement,” the blackboards 
and the manner in which shoes are displayed 


By 
EDWARD S. LAFAYETTE 
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Photo- 


display racks by means of a string connecting the 
two hooks. 

We like these hooks for more than one reason. 
There is no need of making a hole in the back of 
the shoe which often tends to do harm. The shoes 
may also be disconnected while fitting which is an 
advantage. 

They are time savers for it takes but a second 
to detach a shoe and but another second to put the 
hook on to replace the shoes. We have one rule 
here that each pair of shoes must be attached and 
put in place before another pair is taken. This 
does away with the possibility of keeping the shoes 
from the display racks and getting them mixed up. 

Throughout the entire store and especially in the 
street floor departments, we have everything ar- 
ranged so that people can walk wherever they wish 
with plenty of space. Around all the benches in 
the street floor department, even though salesmen 
may be at work fitting, people can walk everywhere 
freely. We believe that in too many stores, floor 
space is crowded to such an extent that people do 
not browse around as much. It has always been 
our aim to encourage people to come in here if only 
to look around for these people usually become 
purchasers. 

Of course we have always tried to please our 
customers and to make each purchase a satisfac- 
tory one. We receive an unusually small number 
of complaints considering the large volume of our 
business. [TURN TO PAGE 90, PLEASE] 
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BILLY 


By 
HAROLD WHITEHEAD 


Business Consultant 


Billy makes 


a trade 


and 
swallows 
his loss 


ILLY felt tired and depressed when he 


@©eeeeeeeee?ees:8 ®@e Recess in the morning, after his fruitless 


What 
Has 

Gone 
Before 


ILLY ROGERS wanted to own a shoe 

store. He had $17,000 and some prac- 
tical experience acquired as a salesman in 
Parker’s Shoe Shop. George Morland was 
willing to sell his store for $22,000. Acting on 
the advice of June Solent, Billy consulted 
Jethro Blunt, president of Fretton National 
Bank, and the latter scanned the figures on 
Morland’s business. Billy decided not to buy 
Morland out and after consulting his former 
boss, Parker, decided to launch his own busi- 
ness. He picked a promising location, acquired 
a stock and opened his store. Billy’s competi- 
tors made trouble by cutting prices. The matter 
of collections causes Billy and June a lot of 
worry. They decide to go on a cash basis and 
send out a collection letter to customers whose 
accounts are over due. The letter produced un- 
expected results, angry protests and lost 
customers. Getting his stock down to a reason- 
able figure is Billy’s next problem. He hears 
a talk at the Chamber of Commerce on retail 
merchandising and later confers with the 
speaker, Professor Brinsted, on his own prob- 
lems. He resolves to dispose of his dead stock 
at any cost. In New York, however, he is com- 
pelled to revise his opinions as to the value 
of his stock. 


day in New York, trying to sell his old 
stock. However, after his breakfast and an 
extra cup of strong coffee things did not look so 
blue. 

Following out his plan of the previous night, 
he called up the two young men who offered him 
a dollar-twenty-five a pair for all his overstock. 
The girl Effie answered the telephone ; Billy heard 
her yell: “Sam, wanned on th’ phone.” Then 
Billy heard Sam’s voice shouting, “Yep?” 

“This is me, Mr. Rogers. I was in to see you 
yesterday.” 

“Oh, sure, I remember. Well? Wanna sell’ 

“Not today, but if you like to leave the offer 
open for a few days so I can think it over I'l! 

. . I'll let you know.” 

“Wait a minute.” Then Billy heard Sam yell 
“Abe, come ’ere a minnit.” A confused gabbl 
of voices was heard and then Billy heard Abe's 
voice say: “Sure, that’s right wit’ me.” 

“Hello,” Sam was at the phone again. “That's 
O. K. with us. You try an’ get a better price an’ 
then come back to us. You won't do no bette 
an’ when you do come back we'll treat you right. 
see ?” 
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ROGERS — Shoe Merchant 


“Those two fellows are on the level all right,” Billy 
thought as he hung up the receiver. He checked out of 
the hotel and was soon in the Boston Express with his 
samples by his side. He began to plan out how he 
would try to sell his shoes in Boston, but before long he 
fell asleep. This time he did not dream but enjoyed a 
sound and refreshing sleep that lasted until the train got 
to New London. It was a good thing for Billy, for he 
now felt rested and more cheerful and ready for another 
good hard try to sell his dead stock at a fair price. 


N arriving at South Station Billy checked his bag at 

the parcel office and with his samples under his 

arm he went right to his first prospect. He hoped to find 

him in, even though it was nearly 5 o’clock. He wanted 

to feel that the day was not entirely wasted. To his 
delight the man was there. , 

“Good afternoon, Mr. Breen; I’m Mr. Rogers, from 
Fretton, Connecticut.” 

“How are you? How are you? Mr. Breen was evi- 
dently very glad to see him. “Just got in town? Well, 
I suppose you want to enjoy yourself tonight. Com- 
bine a little pleasure with business, eh? Where are you 
staying ?”’ 

“I haven’t decided yet, Mr. Breen,” Billy began. “I 
was wondering whether I could talk shop with you 
first? The real reason I’m here is to see if I can sell you 
some surplus stock that I—er, I want to dispose of ?” 

“Oh, I see. You want to sell your surplus stock.” 
Breen nodded his head sagely as if he had made a great 
discovery. “Well, now, Mr. Rogers, I’ll tell you what 
to do. You come around in the morning and we'll see 
what we can do. I don’t like to buy job lots, but if 
you want to make the price right perhaps we can do 
business.” 

“But I would like to talk business tonight if I could, 
Mr. Breen. I want to get back to my store as soon as 
possible.” 

“T’d like to, Mr. Rogers, but it’s turned 5 already and 
my train goes at 5.18. I live in the suburbs, you know, 
and Mrs. Breen will be expecting me for dinner. Good 
night, and I’ll be glad to see you in the morning.” 
Breen put on his overcoat while talking. 

“What time do you get in in the morning?” 
walked with the hurrying Breen toward the door. 

“I usually get in around 9 to 9.30. Suppose you drop 
in about 10? Excuse me hurrying. Go’ bye,” and 
Breen raced for his 5.18. There was nothing else that 


Billy 


Billy could do so he walked back to the station for his 
bag. He left his samples in Breen’s office all ready for 
the meeting in the morning. 

At half past 9 the next morning Billy was back in 
Breen’s office, but Breen had not turned up. Nothing 
to do but wait, so Billy sat in a chair without a back and 
read the morning paper. Ten thirty came but no Breen. 
Billy began to get nervous; he could see another day 
wasted and also the expenses of another day incurred 
with nothing to show for them. He began to wonder 
if he hadn’t better go elsewhere when the tardy Breen 
arrived full of apologies. “I’m awfully sorry, Mr. 
Rogers, but I had a little errand to do for Mrs. Breen 
and it delayed me more than I expected—I should say 
longer than I expected. However, here I am ready to 
see what you have.” 

Billy needed no second invitation and in a few minutes 
his samples were spread on the desk. Breen looked at 
the samples in silence, shaking his head slowly at the 
same time. Billy didn’t like the man’s attitude; he acted 
far from enthusiastically. But, of course, that was 
Breen’s trick to get the price down. 

“There you are, Mr. Breen, all fine numbers, but more 
than I need. When I opened my store I made a big 
mistake and got a lot more than I should.” 


ee ELL, now, that’s too bad, Mr. Rogers. If I had 

only had time to look at them last night I could 
have saved you a lot of trouble. I couldn’t possibly use 
them. I didn’t realize they were such very old styles. | 
couldn’t give ‘em away, Mr. Rogers. Of course, I would 
take them at, say, 60 cents a pair and that’s all they are 
worth.” 

“I’ve had twice that offered, Mr. Breen,” Billy began. 
when Breen interrupted with: “If I were you, Mr. 
Rogers, I’d take it quick, for it’s more than they are 
worth for a quick sale.” 

There was nothing else to do, so Billy packed up his 
samples once more and turned to leave. All the fine 
fighting spirit that he had when he left Fretton was 
badly shattered, he felt as if he could not face another 
turndown. He wondered if he could stand the loss of 
junking the whole lot. “I might give the 
whole damned lot to the hospital,” he e 
thought. Then he recalled his New York 
offer and was about ready to accept it by 
telegram when Breen came over and said. * 

[TURN TO PAGE 93, PLEASE] 
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WINDOW DISPLAYS That 


How ingenuity in planning can be 








T’S a far cry from the simple and unpretentious 
I showing of merchandise that the average retail shoe 

store made in its windows back in the eighties and 
nineties to the artistic and elaborate displays to be seen 
in any sizable American city today. Not only has the 
art of displaying goods kept pace with the advance in 
other phases of retailing, but in many respects it has 
outstepped them. Consider, for example, the relatively 
small advance that has been made in retail salesmanship. 
Here, to be sure, the human equation is the prime fac- 
tor and it is more difficult to change human nature than 
to improve window backgrounds and display stands. 
Making due allowance for the fact that the display man 
has a wealth of material with which to work, most of 
us will agree, nevertheless, that he has utilized it with 
remarkable skill and ingenuity in the creation of dis- 
plays designed to arrest attention, arouse interest and 
create the urge to buy. 


Indeed the question in the minds of many mer- 
chants right now is whether some of the big stores 
have not succeeded too well in their endeavor to 
make their windows artistic and beautiful. The 
store of moderate size is confronted with a real 
problem in its efforts to make its windows attrac- 
tive also and at the same time keep within its 
more modest budget. How to meet this competi- 
tive also and at the same time keep within its 
of concern to hundreds of shoe men throughout 
the country. 














Fortunately, the situation isn’t as serious as it may 
seem. True, the shoe man whose business is of modest 
proportions cannot hope to compete with the big depart 
ment store or specialty house in the matter of expendi 
ture for window displays. But after all, expenditure 
does not determine the effectiveness of a window. The 
greatest change that has come about in the art of window 
displays between 1880 and now has not come about 
through increased expenditure, but through the applica- 
tion of ideas to the problem of showing goods to the 
best advantage. The average merchant can develo) 
ideas in window displays that will attract the favorab| 
notice of his clientele and in some cases develop them 
more effectively than the display manager of the bi- 
store, whose problem is rendered more difficult by t! 
fact that he strives to reach a vastly greater audienc: 
composed of all sorts of people whose tastes and inte: 
ests he can only approximate. 
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Interpret the FASHION 


made to serve as effectively 
as costly and elaborate decoration 


ACK in the old days, a window display was simply 

so much merchandise, made visible to the public by 
placing it behind a glass. Its only appeal to the people 
who saw it was the appeal of the merchandise itself. If 
a person happened to be interested in a pair of shoes he 
saw in the window, then the display might result in a 
sale. Otherwise its results were mostly negative. Today 
window displays are built to suggest ideas to people, 
which ideas prompt them to buy. Ideas of the useful- 
ness of shoes, ideas of their beauty, the time, place and 
occasion that make them desirable; ideas of the comfort 
to be experienced through a certain type of shoe; ideas 











of health and physical efficiency increased, ideas 
limited only by the fertility of the brain that 


Boot AND SHOE RECORDER 
combining THe SHor REtTalLer, Dec. 14, 1929 


conceives them. Such ideas do not invariably translate 
themselves into immediate sales. But, like effective ad- 
vertising, they are seed planted to yield a future harvest 
of good will, sales and profits. Make your window 
displays tell the story of your business and use them to 
reinforce your advertising message. 








New Patterns—More Pairs 


s | YAKING its cue from certain events 
which occurred last summer and which 
are still fresh in the minds of all of us, 

the shoe trade is going to see to it that there 

are plenty of sport shoes to fill the demand 
which will mark the spring and summer of 

1930. The coming season, however, will see 

sport shoes of three distinct kinds. First will be 

the regular sport shoes—those used by the par- 
ticipant. Then will come the spectator sport 
types—sometimes referred to as the verandah 
types—with their vivid color combinations of 
black and white, brown and white and, perhaps 
blue and white. The third type being de- 


for use in this type of shoe.. Gracefull) 
lined lasts like the semi-custom and _ the 
medium toe are being used. Patterns in 
clude the always good wing tip, the equall) 
familiar apron and newer effects such as 
those shown on this page. 

The heart-shaped patterning on _ th 
quarter of the one-color shoe is a deviation 
from accepted patterns which is worthy of 
note. The tan and white shoe at the top 
of the page shows an interesting treatment 
of eyelet foxing ; and in the black and whit: 
shoe at the bottom of the page the designe: 
has taken as his basis the old circular vam; 
pattern and has covered what ordinaril) 
would be the vamp seam with a novel fox 
ing of contrasting leather. 





veloped is the street sport shoe, designed by 
the stylists to take the place of the black and 
white wing tip oxfords so much worn with 
street clothing last summer. 

The desire of men for a shoe of this kind 
was so strongly evidenced during the closing 
days of the summer season last year that 
shrewd merchandisers see an opportunity to 
get extra pair sales by introducing a sport- 
like shoe for street wear, sufficiently differ- 
ent from the spectator sports type to attract 
men who ordinarily prefer a more conservative 
style. Some of these street sport types will 
be in two contrasting tones but many of them. 
particularly those in the higher grade lines. 
will be in one tone. Boarded calf and smoked 
elk are being freely sampled. 
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CUSHIONING 
RESILIENCE 
for COMFORT 


Mie : 
6 PERFECT INNERSOLE Q 




















RESILIENCY 


N the discovery of Onco, science has taken the hard, unyield- 

ing surface from innersoles and replaced it with a cushion- 
like resiliency. In walking on Onco, the foot walks with the shoe 
and not against it. The result is a new fitting comfort which be- 
gins the moment the shoe is put on and continues until it is worn 
out. Yet Onco is so flexible, so durable and tough that the inner- 
sole outwears the shoe. 
Linked with this remarkable resiliency is a porous quality which 
allows Onco to absorb perspiration, eliminates “ burning ” and 
permits the foot pores to function as healthy feet should. But 
this valuable quality of absorption does not cause Onco to break 


down or crack. 








THE PERFECT INNERSOLE 
a PERMANENTLY FLEXIBLE LIGHTER IN WEIGHT 
Y’ UNIFORM IN QUALITY AND THICKNESS 
CUSHIONING RESILIENCY MOISTURE ABSORBENT 
TOUGH AND DURABLE — RETAINS ITS SHAPE 
WILL NOT DRAW THE FEET 
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Into Every Pair of 
Thorogoods is Built Value at 
a Price that Appeals to all 


HE unusually high value found in Thoro- 
good children’s shoes results from the 
fact that Thorogood workmen are skilled 
in their craft... that they know how to 
make good shoes at prices that appeal to all. 


The leathers are of high quality . . . selected 
for their wearability. The styles are smart and 
new .. . chosen for their popular appeal. 
The lasts are correctly shaped to give com- 
fort and promote healthy growth of tiny feet. 


For these reasons Thorogoods are popular 
and fast moving. Their price plus value 
appeal makes them an investment in foot- 
wear rather than a mere purchase . . . for 
Thorogoods are outstanding children’s shoes. 
Dealers everywhere have found them not 
only fine merchandise . . . but real sales 
strategy. May we send you a catalog of 
the latest and most popular models. 


ALBERT H. WEINBRENNER COMPANY 


Milwaukee, Wisconsin 


CU 
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for Spring and 





LEATHERS BY | S~ 


Nautical Blue Velours 





Pfister & Vogel 
Announces . . 


New Colors for 
Spring and Summer 


1930 


ene VOGEL LEATHERS for Spring 
and Summer 1930 follow the recom- 
mendations of the Textile Color Card 
Association of the United States, Inc. 
As usual these leathers are distinctive 
in quality and add a discriminating touch 
to fine footwear. Sample cuttings of 
Pfister & Vogel Lotus and Velours Calf in 
all colors will be supplied upon request. 
PFISTER & VOGEL LEATHER COMPANY 


MILWAUKEE, WISCONSIN 


Branches: 
BOSTON, MASS. ST. LOUIS, MO. 
NEW YORK, N. Y. SAN FRANCISCO, CAL. 
CHICAGO, ILL. LEICESTER, ENGLAND 
PHILADELPHIA, PA. NORTHAMPTON, ENG. 
FRANKFURT, GERMANY 
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THE NETTLETON SHOP 
HOTEL ROOSEVELT, NEW YORK 


Give an Added Touch to 
Even the Best of Shoes 


This is strikingly demonstrated 
in the Roosevelt Shop of the 
Nettleton Shoe Company in the 
Hotel Roosevelt, New York, where Cordo 
Hyde Laces and Nettleton Shoes are con- 


tinually associated and displayed. 


The discriminating clientele of this 
smart metropolitan shop have accepted 
Cordo Hyde Laces. 


Many customers are now returning to 
this store for Cordo Hyde Laces. They 
are, of course, potential shoe customers. 


Any astute shoe merchant may thus mer- 
chandise fine footwear and display Cordo 
Hyde Laces. 


O. A. MILLER TREEING 
MACHINE COMPANY 


BROCKTON, MASS. 
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You RieatTLy EXpPeEct 
‘“‘The Last Word’’ 


~— EOLA 


FOR WE CONCENTRATE 
UPON REPTILIAN 
REPRODUCTIONS AND 
FANCY GRAINS 
EXCLUSIVELY 


a 
- 
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Here Are a Few Advantages 

Resulting from our Concentra- 

tion Upon Reptilian and Fancy 
Grains 


We buy skins that have proved to 
be the best for this special purpose. 


And we specially prepare and treat 
them through all operations up to 
the finished product—in our own 
individual ways. 


The result of this strict concentra- 
tion shows particularly in our high 
lacquered finished, possible only 
because of the way in which the 
hide is treated. 


Essex lacquer and color is struck 
deep into the skin. Hence its long- 
retained brilliance and durability. 


With many, the making of fancy and 
reptilian grains is a side-line for which 
certain excess skins originally bought 
for other purposes can be utlized. 


With us it is our only work—on which 
our whole thought and effort is 
focused. 


These are the best of reasons why 
ESSEX Leathers excel so noticeably 
and are the dependence of so many of 
the foremost shoemakers and retailers. 


ESSEX TANNING CO., Inc. 
PEABODY, MASS. 


CREATIVE CRAFTSMEN 
IN - CHROME 
CALFSKIN 





Eaclusive proprietors for U. 8S. A. of TARSO PHOTOGRAPHIC PROCESS which assures the most perfect reproduction of ori¢ 


grain and colors. 
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“BENCHER’’ LAST 
BLACK CALF 
Stock No. 660 
(Tan Calf—No. 630) 














othing more clearly indicates the kind of 
shoe value that Alden produces, than a 

list of the many first rank merchants who 
have continued to sell Alden shoes for periods 


ranging from 6 to 28 years, 


Such a record with such stores has to be 
deserved. 


C. H. ALDEN COMPANY 


Designers and Makers of Men’s Fine Shoes 


Factory and Executive Offices, ABINGTON, MASS. 
Boston Office, 10 High Street 
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For years and years the 
‘Twoncrap has been « best. 
seller at Coward's. The 
last wes designed by 
James Coward himself 


end has proven 
fally belpfel io cases 


ee + "13.85 





t wasn't their feet 
.... a was their 


cade ana cn aormapeertgranean: Sender 
shoe business back in 1866, almost the first thing 
he discovered was that many thousands of people suf- 
fer agonies with their feet. “What's wrong with their 
feet?” he asked himself — and suddenly the truth 
dawned upon him. Feet aren't naturally painful . . . 
it's just ill-fitting shoes that make them so. 

So was there midnight oil burned in the little room 
back of his shop where Coward lived. Long hours he 
devoted to the study of feet . .. their bone structure, 
the muscle formation, and just what affect shoes had 
upon them. He discovered that most shoes were built 
directly against nature's own laws. 

He applied what he had learned ro the shoes which 
he built . . . and soon found that he was getting quite 
4 reputation for himself. James Coward was becoming 
famous for the comfort of his shoes! More and more 
people came . . . obtained comfortable shoes . . . told 
their friends about them. Aad the circle is still widen- 
ing, the Coward Shoe business growing. For comfort 
is something everybody wants — and everybody gets, 
in Coward Shoes, 


Coward 
Shoe 


Shoes and Howery for Men, Women and Chadron 
West anv Mason Srazzts, Boston 
Sold Nowhere EtSe in New England 


(Coward Comfort Hour Every Thursday, 7:30 P.M.—WEBI, 
WIAR, WTAG, WCSH, WTIC, WEAF 











Lord & Taylor 


WPTH AVENUE «= NEW YORK 


ge, 








Other 
Versions 
of the 


Casino 


Black Suede 
Brown Suede 
Blue Kid 
Parent Leather 
Black Kid 
Brown Kid 
Silver Brocade 
Gold Brocade 
White Crepe 
In Street Moteriale 


$16.50 











Have the Casino 


dyed to match your 
loveliest frocks 


—or to contrast with them. The Casino ta ite 
many versions is an exclusive Lord & Taylor 
origination . . . this variant is of white 
crepe beautifully embroidered in gold and 
silver metal thread and may be dyed any color 
you choose without charge, (It also comes 
in black satin similarly embroidered), -A 
graceful, feminine slipper, it is the perfect com= 
plement to the romantically long evening gowns. 


$18.50 


THE NEW SHOE SALON — FIFTH FLOOR 


Red Crose—Thirteenth Annual Roll Call November 11 to 16 











Advertise SHOES 


rather than 


PRICE 


N the past few weeks a wave of price advertising of shoes 
has swept over the country. It was more or less to be ex- 
pected in view of existing conditions and recent developments 

in the world of finance and business. In some respects, possibly, 
it was a natural and obvious reaction to those conditions. Never- 
theless, it once again raises the question as to whether price, as a 
sales argument, ever really serves the purpose for which it is 
employed by the thousands of merchants who instinctively turn 
to it when they are in need of some definite, tangible, effective 
policy of sales promotion. 

Aside from semi-annual sales, which have a recognized place 
in merchandising and in the case of many stores perform a needed 
function in cleaning up stocks at. the close of the season, is thie 
price argument in advertising really the most effective way of 
stimulating immediate business? Or does the fact that it is 
employed so universally suggest a dearth of imagination and 
originality in retail shoe advertising? If price is not to be stressed 
to such a degree, what other selling argument can be used? 


SUEDES 
ARE TRUMPS 


And Honors Are Easy 
Between Black and Brown 





At the height of the season Wise 
15 offering new styles in the fesh- 
ionable Winter shades—brown 
brown, ond two tones of gunmeto! 
on block Suede. These new models 
look expensive —but they're only 
$6-at Wise! 


HOSIERY 


TN ee eee ne tahgn ett char Me cates, 
© (oo 


$,'5 2 
Ve ne 525 





STORes 





EVe, 
Y 
“* Peers, 
T 
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On these pages are reproduced a number of advertisements 
which stress other appeals than price as their main selling argu- 
ment. Perhaps they contain the answer to some of these questions. 
Isn’t it possible to talk more about the merits of shoes, their style, 
service and satisfaction and less of their cheapness? Isn’t a 
public whose frame of mind is more or less indifferent more likely 
to respond to an advertisement that makes shoes appear desirable 
than to one that merely makes them cheap? 

Read what successful shoe advertisers say when they pay real 
money to tell their story to the world. It is costing them all the 
way from 5 cents to $5 per running line for this publicity, with the 
copy averaging around 20 inches. 

shoes From the Phelps Shoe Co., Shreveport, La., we discover “A 
diel Tip From Paris. Phelps’ shoes have a ‘Continential” manner, 
Rents whether you call it moderne-dynamic, chic, or what not, they have 
sibly, ‘IT.’ Those deft touches of artistry, proclaiming the fact that 
Paris inspired them.” 

Of black satin, Lazarus of Columbus says: “A lovely, slimming 
dress slipper—lovely in itself— and a perfect companion for the 
turn statuesque frocks—$10.50.” 
ective In a three-quarter page spread Hess Brothers, Allentown, show 
five shoes under the heading of “Five Steps in Footwear Smart- 
ness.” The copy is a clever, logical presentation of WHY these 
shoes should be bought. A description of each shoe with its 


selling price is also given. 
twelve fifty we offer finest black 


. a R SI * ES 
res sed 
or brown Norwegian Grain. I hese 


are are but two of many “safe and 


sound investments” at our Men's 


Growing! Shop. 

















a SAFE and SOUND 
INVESTMENT 


You take no chances when you 
invest your money in shoes like 
these. For we guarantee you'll 
get dividends aplenty. Dividends 
in wear. Priced moderately, they 
are built to take punishment 
without flinching. For ten dollars 
you may choose durable calfskin 
in black or brown, while for 


it is 


place 
eeded 
is the 





THAYER 
McNEIL 


The Men's Shop 


1g Wesr Street 























“Four Distinctive Models—Styles that you may be sure are ad- 
vanced leaders—for they offer smartness, quality and comfort at 











E’VE sold twice as many Gro-Shoes thie year as last—in 


other words. just that many more children’s feet are grow- 
ing into the right, nermal lines. A Gro-Shoe allows a child's foot 
to develop its own strength without artificial sapports or mechan- 
isms. It is basically a normal. correct foot shape. with a fine 
tempering of flexibility and rigidity in its sole. More and more 
wise parents are finding it « splendid solution to the orthopedic 
problem, and leaving it entirely te Gro-Shoes to grow fine, healthy 
feet for their children. After all, the youngsters can starl wear- 
ing them at the age of nine months. and stay right in them until 
they're ten years old. To add to all that, these shoes keep their 
shapes well and remain good-looking. 
te US reo. 

In Tan Elk’ 
3105—$3.29 S'a to R—$3.49 B10 1-84.19 = 112 to 2—$5.14 
Up to size 11 with spring heel 
In other leathers $3.29 to $6.94. depending on size 


MACY'S 


34th STREET & BROADWAY 
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a price quite popular” is a Mark Isaac, New Orleans, offering at 
$7.50. 

A bizarre drawing of a shoe with a 4 inch heel and a 1 inch 
vamp attracts the eye to the ad of The French Slipper Shoppe, 
Rochester. “In the modes that grace the smart boulevards of gay 
Paree! Petite, dainty feet that patter in the walks if smartness 
will follow their sisters in France! For from Paris stylists come 
the modes that most becomingly grace the long trailing lines of 
the newest winter costume creations,” reads the text. 

Foley Bros., Houston, in featuring their Lorraine pumps feel 
that they are “An achievement in fine shoecraft priced far below 
what you would expect to pay—$7.50.” 

A snappy line from Patton & Hall, Schenectady, relative to their 
Footwear Modern—“Yes, just as modern as tomorrow’s news- 
paper; modern in lasts; modern in leathers; and modern in the 
shoemaker’s art.” 


57 
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SMART SHOPS 


Look for Leather 


They know that the foundation of shoe 
style is in new and better leathers. 


TANDRITE CALF represents the highest 
development in the art of tanning today. 
A process, exclusive in many details, gives 
it the distinctiveness so desirable in smart 


footwear. 


You will appreciate especially the light 
weight, high lustrous color and soft body of 
the new TANDRITE CALF for women’s shoes. 
It is the leather favored by fashion for the 
most attractive models of the New Year. 


The long experience of this Company en- 
ables it to forecast style in leathers with 
unusual success. 


PHILA: 
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The Modern 


Prophylactic Shoe 


The New and Finer Line 
of Arch Supporting Turns 


See these Modern Prophylactic Turns—made 

100% over Co-ordinated Lasts and Patterns 

with rigid steel arch-supports and cottage 

shank construction—snug fitting ankles—right 

and left counters—-NINE IRON fine oak 

soles—in Ruby Kid, and in all the fashionable 

shades of calf and other materials, a full grade 

No. 118 —Black Kid Step-In Pump, 94.35 higher than usual in their price range—beau- 
12M eee 4.36 © tiful workmanship by skilled Turn craftsmen. 


113-6—White Kid Step-In Pump, 4.85 

Soundly, sensibly and modishly styled, A-W 
Turns embody modern improvements that 
have won world leadership in Turn shoemak- 
ing. They combine welt-like firmness of shank 
with the flexibility and daintiness found only 
in Turns. They make sales to the largest class 
of women’s trade. 


Shipments on the styles shown can be 
made in less than two and a half weeks 
from date of your order. Write, wire or 


telephone! 


THE 
MODERN 


ro actic 


VU. S$. “PAT. OFF. 


— a Ws oe 


AULT-WILLIAMSON 
SHOE COMPANY 


TURN SHOE SPECIALISTS 
M. fi ers of Constant Comfort and the Modern Prophylactic Shoes 


AUBURN, ME. ST. LOUIS, MO. 
(Factory and In-Stock Dept.) (In-Stock Dept.) 


No. 129 —Black Kid Four Eyelet 
Tie —_ 8 
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PANCROM 


A SOLE FOR PEOPLE IN ALL WALKS OF LIFE == 








WILL NOT MARK FLOORS, RUGS OR LINOLEUM 





A Non-Marking Sole with all the famous characteristics of the original Black 
Sole. Long Wear. Will not crack, break or stretch. 






Your opportunity to sell shoes with an Improved Soling material that will not 
burn the feet. 












Carpenters, plumbers, electricians, plasterers, decorators, 
painters, floor layers, carpet and linoleum layers can all wear 
Pancrom because it is guaranteed not to mark floors. Give 
your customers the benefit of this extra wear at less cost than 








any other sole. 








Pancrom can be used on Black and Tan shoes and will take 
any color edge finish or can be finished natural. 












Every Sole will carry the Genuine Pancrom stamp with the [ff 
words “Will Not Mark Floors,’ so that fathers and mothers 
will know that Pancrom will not mark floors, but will be com- 
fortable, durable, flexible, waterproof, non-conductive to cold 
or heat and will give satisfaction. 


USE anv SPECIFY 
PANCROM 


WILL NOT MARK FLOORS 


Made in plain design—also Reg. U. S. Pat. Off., Nov. 26, 1929 
bar and button or corrugated 


design | Made in ay ick = ON YOUR SHOES 
* 
















— 

































and toplifting. 











rt 


PANCO RUBBER CO. <==! 


CHELSEA, MASS. . 











| 






ay 
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Exclusive patterns at every price 


MADE IN FRANCE 


Retail Profitably from $2.95 to $18.50 


JICO SANDALS 
RETAIL $2.95 to $6.00 


Jico Sandals, made in Czecho 
Slovakia, especially for Jef- 
ferson Import Co., offer to 
progressive merchants who 
feature the lower grades, an 
excellent profit opportunity 
for the spring and summer of 
1930. Differing from other 
Czecho-made sandals through 
exclusive designs, Jico San- 
dals have many fine shoe mak- 
ingr features which distinguish 
them from the usual types of 
McKays and moulded soles. 


RETAIL $6.00 to $12.00 


Weavette Sandals are made 
in France and are of unusual 
workmanship. In this grade 
also there are eight American 
lasts and some two hundred 
pattern ideas for your selec- 
tion. Orders in this grade 
indicate an even greater pop- 
ularity for this season. 





RETAIL $12.00 to $18-50 


The top grade of Weavette 
Sandals is the finest sandal 
imported. Marked by their 
exclusiveness and beauty of, 
design, this line is only for 
merchants who have a distinc- 
tive clientele—those who de- 
mand the best materials. com- 
bined with the finest crafts- 
manship in turns and hand 
made welts. 


The design you want at the price you require 


JEFFERSON IMPORT CO. 


1328 BROADWAY NEW YORK, N.Y; 


SHOWING AT LENNOX HOTEL, ST. LOUIS, DURING CONVENTION 
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“Nearly every person who 

enters your store is a pos- 

sible purchaser of Repco 

Brushes and Daubers. 

Display Rerco Brushes 

and Daubers prominently 

and call your customers’ 

attention to them. Take 

advantage of this fine op- 

portunity for additional 

findings profits. @|Repco Brushes are made in both the stapled and 
wire-drawn types. The wood and bristle stock are the finest obtain- 
able, and are equally good in both types, while the wax finish is 
carefully applied and is lasting. The two types differ only in the 
method of fastening the bristle knots. @JRepco Daubers are made 
only in the stapled type. Like the brushes, they are made of the 
finest stock and finish. 


eT es 








For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation 


eS: K. Krieg Company, 39 Warren Street, New York City 
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DURABILITY anp 
INCREASED PROFITS 


Kepner Elk continues its lead to satisfaction 
for the consumer and bigger sales for the 
merchant. 





Thousands of mothers are daily specifying 
Kepner Elk well aware of the effect of rain, 
snow and sleet on children’s shoes. Kepner 
Elk dries out quickly in its original softness 
without hardening or cracking. 


This one feature alone, not to consider its 
beauty, service, comfort, cleansing ease, as 
well as color prominence, has been largely 
responsible for the ever increasing demand 
for Kepner Elk. 


Such leadership as attained by Kepner, Sport 
Elk in the children and sport shoe field cam 
be obtained only through the increasing re- 
tail sales it makes for merchants and the 
satisfaction through durability and comfort 
for the consumer. 








LEATHER CO. 


The friendly Housé’ 
of Boston 


137-139 SOUTH ST. 


KEPNER teratoneness ELK 
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New full %” thick 
1.T.S. Half Heel. Sizes, 
Rie eS me 
Nail ‘holes in center so 
90% of jobs can be 
done with 9, 11, 12. 


few ‘ we .S. Whole FF 
eel in most p- & 
wen ith: 7- 6, Fo, 


Long 7%/8- 

inch Needle- Ff 
point nail and short 4 
11/16-inch blue nail fF 
for men's heels. 


for Men 


for Better Service 


From the Shoes You Sell 


or outside on contract, the reheeling and resoling 
of the shoes you sell is bound to influence your 


customers. 


\ 7 HETHER it’s done in your own repair department 


The LT.S. Heavy Duty Half and Whole Heels shown here 
help your shoes to deliver extra service and to give better 
all around results. They provide extra cushion and better 
traction through the heavy duty pad at the rear of the 
heel. They wear down slowly, evenly and level. ‘Their 
slightly concave-convex form makes them quicker and 
easier to apply—without cement. And they make a neater, 
tighter-fitting job. 


Instruct your repairman to call the 1.T7.S. Contract Distributor 
in your territory. He has the complete 1.7.8. Heavy Duty Super- 
Quality line for men, women and children. 


The I.T.S. Co., Elyria, O. 





GUARARTEE: 


Satisfactory W. a= 
Or A New Pair F 





TWO New Pair For Every One You or You: 
Repairman Returns 


Boot aND SHOP RECORDER , 
‘combining Taz SHom Rerarer, Dec. 14, 1 29 











Months of constant effdrt 

on the part of Barnet 

Leather Company, includ- 

y ing laboratory and research 
. work that extended from 

its tanneries direct to the Dutch East Indies, 
has resulted in the perfection of Aquasnak, 
a new and strikingly beautiful Watersnake 


Se | | Calf, produced in the season’s latest colors. 

Of course, it is but natural that the Barnet 
aotunens Leather Company, pioneer of simulated 
resoling 


ce your reptilian leathers, should be the first to re- 


produce in its most minute detail the natural 


* _ delicate markings of this rare reptilian 
vette 
d better 
of the 

Their 
‘er and 
neater, 


beauty captured in the East Indies. 





Natives engaged in the act of catching water- 
snakes in India, Indo-China and the Dutch East 
Indies, where they reach over the edge of the 
river bank and scoop up with lightning quick- 
ness this rare snake, noted for its beauty and 
the fact that it is non-poisonous. 








BARNET LEATHER CO. 


192 South Street, Boston, Mass. 
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Mr. Independent 


Top Notch styles are right 
—and so are your profits! 


“OP Notch Smartics express the 
spirit of this season’s vogue of 
smartness. Their trim perfection com- 
pletes the feminine costume in color 
and slender lines. The line is complete 
in the most popular styles and shades. 
Top Notch Rubber Footwear gives your 
customers exactly what they want this 


SNUGFIT 
season. 


Fine Wool Jersey 


And the Top Notch proposition gives 
you what you want and need to win out 


THE BEACON FALLS 
RUBBER SHOE COMPANY 


' Makers of Top Notch Rubber Footwear 
and Grips Sports Footwear 


Beacon Falls, Conn. 


BRANCHES 


241 Congress St. 208 So. Jefferson St., 106 Duane 8t., 
Boston, Mass. Chicago, Il. New York, N. Y. 


1714 Washington Ave., 1152 Penn Ave., 530 Howard St., 
St. Louis, Mo. Pittsburgh, Pa. San Francisco, Cal. 


426 Second Ave. North, Minneapolis, Minn. 


SS O’SO NEATS 
AUTOSNAP SSS In Smart Fabrics 
Fine Wool Jersey 
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Retailer....... 


against the volume competitors 
in your territory. It safeguards 
your profits because you have 
protective distribution—you are 
not constantly fighting against 
competitors’ cut prices on the 
same merchandise that you are 
carrying. Top Notch Rubber 
Footwear, possessing distinctive 
features, is individual with your 
store. 


At this season of the year, re- 
member we back up our slogan— 


“We serve you better!” 


TOP, 





T a cuananre or asiaaiaias H 


NEATFIT 
AUTOMATIC 
All Rubber 
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NEATFIT SNAP 
All Rubber 


NEATFIT 
CHILD’S SNAP 


All Rubber 





be tae ba ne 30 cies 


When shoes are cork- comforted 
the postman “stamps” 
them irst class” 








x 


oe OU’VE heard about the postman who goes walk- 

ing on his days off,” says the shoe merchant. 
“Well, I’ve got the answer. He buys his shoes at my 
store. I sell him shoes that are cork-comforted at heel 
and toe. 


“These shoes are equipped with Armstrong’s Cork 
Box Toes and Cork Counters. They’re comfortable from 
the first step. They frown on blistering or chafipg. 
Yes, the cork is resilient. It gives with every fot 
movement. The cork is sturdy, too. So the last-lines 
are protected. 


“I’ve found that these Armstrong-equipped shoes 
help me to feature comfort-plus-style. Believe me, it’s 
a selling point.” 


You, too, can feature comfort-plus-style in any type 
of shoe, at no extra cost. Let us tell you how you can 
get sample shoes. 





ARMSTRONG 
CORK COMPANY 


Specialties Division 
Lancaster, Pa. 
Boston, Mass. 
197 South Street 
Milwaukee. Wis. . 
811 Majestic Bldg. 
Cincinnati, O. 
1017 Broadway 
St. Louis, Mo, 

204 8S. Third 8t. 
Toronto 11 Brant St. 
Montreal 

1001 McGill Bldg. 











How Armstrong’s Cork Box 
Toes and Cork Counters are 
built into the shoe. 





ARMSTRONGS CORK 
BOX TOES and COUN TERS 





68 
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MAKE 
‘EXTRA PAIR’ 
SALES 


WITH 
NATIONALLY ADVERTISED 


Deauvilles do not compete with your 
regular shoe trade. They supplement 
it—give you the “extra pair’ sales that 
mean extra profits. 


Because they are the ey oa and 


smartest woven summer footwear, 
and heavily advertised, they add the 
prestige of their quality to your stock. 
For the genuine satisfaction of correct 
and fashionable footwear—of com- 
fort and coolness in warm weather— 
women prefer genuine Deauville 


Sandals. 


Every pair is stamped on the sole 
with the famous trade-mark, “‘Deau- 
ville Sandals.’”” None genuine with- 
out this identifying mark of quality. 


GOLO SLIPPER COMPANY 


129 DUANE STREET - - NEW YORK CITY 
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Ever Step on a Tack? 


No; this isn’t any joke. 
Just speaking of TACKS—also thread, wax, stitches—that give 


so much annoyance and so many hurts—in most types of shoes. 


ABSOLUTELY SMOOTH SOLES 


A Smart Oxford 


No. 7028—Smoked Elk Unlined 
Blucher with Perforated Vamp. 


myone knew better shoes had 
whinkled lining and soles attached 
by tacks, stitches or nails. 


guaranteed in every pair of 


The ONLY kind of a shoe to put 
on Growing Infants—looks like a 
turn, but has the smoothness, flex- 
ibility, longer wear, beauty, and 
superior fit of the proven ELAM- 
COMPO Process, which includes 
soles firmly attached with special 
du Pont cement. 


The MOST EXACTING BUYERS 
in the country are using ELAM- 
COMPO shoes and are REPEAT- 
ING on them. 


Hundreds of letters of APPROVAL 


—not a single complaint. 


Send for Samples! 


F. S. Elam Shoe Co. 


Manufacturers 
Rochester, N. Y. 


On Display at Boston, 532 Statler Building 


Boot to Match 


No. 8013—Same in Smoked Elk 
Blucher. Both big sellers. 


ELAM 


@me() 


Trade Mark 


shoe craftsmanship awoke a and 
was found to eliminate 
Yau -COMPO. 


better 
all old faults—ELAM 
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LEATHER SLIPPER SPECIALISTS 


Since originating the leather slipper vogue the 
Maid-Rite Corporation has manufactured house 
slippers exclusively. 


Maid-Rite specialization guarantees the finest shoe 


principles of construction—the newest styles first 
—correct fitting and patterns designed for all 


conditions. Extra care is given to every detail. 
Special features such as distinctive lasts in half 
sizes, different widths and various heel heights. 


Moulded leather counters and INTERLOCK 
linings are exclusive Maid-Rite features. 


Maid-Rite specialization means greater dealer ser- 
vice. In-stock delivery—size up as you size out! 
National advertising and monthly merchandising 
service maintain a consistent demand for Maid-Rite 
products. Write for information on the special 
complete slipper department assortment. Five 
thousand dealers proved it with profit. 


MAID-RITE CORPORATION, 35 York Street, Brooklyn, N. Y. 
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A Siaes he Sout lern iw 


ARE SMARTEST WHEN THEY’RE LIGHT ENOUGH 


TO CONTRAST WITH A SUNBURNED SKIN! 





‘aa 2 No. 850 OC), ineadl No. 500 


The New Castle wate hes 


Samples by request to 7: aa 1702 - 100 Gold Street, New York 
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CHRISTMAS 









THEY'RE SPENDING 
LIBERALLY—BUT ARE 
THEY SPENDING IN 
YOUR STORE? 


Christmas—and the holiday season is at hand—the 
one time of the year when purse strings are wide 
open. Hurrying throngs — buying liberally for rela- 
tives and friends—but buying in a hurry. This is one 
time of the year when the power of merchandise 
display reaches its height. 


Will you let another season go by without display 
facilities that will get you your share, or more, of 
the most profitable business of the entire year? 
A Kawneer Store Front will help you do it. 






































CONSULT 





TO THE 


SHOE RETAILER 
This smartly styled front 
will forcefully attract 
attention to merchandise 
displayed therein. It may 
be varied to suit indi- 
vidual requirements. Our 
free book contains many 
other designs. Write now. 
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STORE FRONTS Sey Yj ; 


AN ARCHITECT 








r 





Le Ro P ‘ 


. THE SERVICE 1s VALUABLE 







73 

















3090—*‘Sonya’’—Patent step- 
in pump. Steel _ buckle. 
A to D and EEE. 


3093—Same in black calf. 


3490— 


3941—Same in black kid. 


New York Office 
144 Duane St. 


Philadelphia Office 
Forrest Building 


“‘Jane’’—Patent center 
buckle, one strap. to 
EEE. 














3400 — “Enid’”— 
Patent cut-out tie. 
AA to EEE. 


8401—Same in black kid. 


3404—Same in tan calf 





3430—‘‘Pelham’’—Patent cut- 
out tie, black calf collar. 
AA to EEE. 


3434—Same in tan calf—sun- 
tan kid collar. 

3441—“‘Pembroke Tie”’—Black 
kid, whole quarter. AA 
to EEE. 


RETAILING AT > 


The ARCH-FITTA Health Shoe is the safest line you can stock 


today to retail at $3.95. 


It has been tried out in every sort of community in every state 
—and has not been found wanting in those qualities of good 
looks, fittting and endurance which a leader must have to 


fight all competition. 


That you may have a bigger, better business this fall and all 
next year, we want you to get acquainted now with all the 
Arch-Fitta Line can do for you. 


MUSKIN 


New England Distributors 
Fashion Shoe Co. 


190 Lincoln St. 


SHOE COMPANY tinct 


419 E, OLIVER ST. 
BALTIMORE MD. 


14 
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THE TRAVELING 


A A A 


OTICES of the thirtieth annual 

meeting and election of officers of 
the Boston Shoe Travelers’ Association, 
to be held December 21, have been 
placed in the mail by Secretary-Treas- 
urer William Noll. The meeting will 
begin with a complimentary lunch to 
members and guests in Parlor A of the 
Hotel Statler at 12:45 p. m. In addi- 
tion to the election of officers, delegates 
will be selected to represent the asso- 
ciation at the National convention in 
St. Louis, and plans will be formulated 
to aid the shoe and leather industry in 
entertaining guests during the coming 
celebration of the Massachusetts Bay 
Tercentenary Anniversary. 


‘CC. LUDLAM, of Wichita Falls, 

¢ Texas, president of the South- 
western Shoe Salesmen’s Association; 
and W. T. Mitchell, of San Antonio, 
secretary-treasurer of the same associa- 
tion, are preparing to report to the 
National Shoe Travelers’ Association, 
at its January convention in St. Louis, 
what they believe will be the largest 
membership gain of the year. To date 
more than 100 new members have 
been added to the roster since Jan. 1, 
1929. The National Association has 
shown, also, an exceptional gain, not 
only in individual membership but also 
in number of local associations which 
have affiliated with the National. In- 
cluded in the latter class are the Pacific 
Northwest association, the Michigan 


and the Nebraska. 
jos J. WHALEN, who formerly 
traveled for Condon Bros. and who 
is a past president of the Boston Shoe 
Travelers’ Association, was re-elected a 
member of the city council of Brockton 
recently. Mr. Whalen has been active 
in Brockton politics for a number of 
years. 


UFORD McWHIRTER, who makes 

his headquarters in St. Louis, and 
who travels through the southeastern 
section of the country for the Interstate 
Shoe Co. of Manchester, N. H., paid a 
recent visit to the factory to inspect 
spring samples and discuss spring 
selling plans. 


DWARD H. VOIGHT, one of the 

salesmen of the Lampe Shoe Co. of 
St. Louis, died recently at his home in 
Dallas, Texas, at the age of 51. He 
was a member of the Southwestern Shoe 
Salesmen’s Association, as well as of 
the National Shoe Travelers’ Associa- 
tion. Mr. Voight is survived by his 
widow. The funeral services were held 





from the family home in Dallas. 
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News 
of the Road 


SHOE SALESMAN 


HE Ohio Shoe 

Company 
‘branch of the H. C. 
Godman Company 
is represented in 
Nebraska, South 
Dakota, and por- 
tions of Iowa and 
Minnesota by Ross 
Bates, handling the 
company’s men’s 
and boys’ shoes. 
This is Ross’ first 
year with the Ohio 
company, having 
formed a wide ac- 
quaintance for many years in the 
Northwest for the “Stantest” line. Dis- 
—s current conditions recently, he 
said: 

“I think it will be a wonderful sea- 
son. Stocks are not large and condi- 
tions are good. People are prosperous. 
Men are dressing better than ever be- 
fore. They demand better styles. 


Slipher a Candidate 


At a recent meeting the Indiana Shoe 
Travelers’ Association went on rec- 
ord in an effort to make their city the 
permanent headquarters of the Na- 
tional Shoe Travelers’ Association and 
also indorsed the candidacy of Charles 
I. Slipher as secretary of the National 
Shoe Travelers’ Association. A com- 
mittee of five past presidents.of the 
local association has been named to pro- 
mote the two projects. 





Greetings—and Thanks 
By Frank J. Larkin 


President, National Shoe Travelers’ 
Association 


This has been a year of genu- 
ine accomplishment in the asso- 
ciation of which I have the very 
real honor to be president. It is 
not my intention now to recite 
what we feel we have done, but 
to make it clear that these ac- 
complishments could not have 
been undertaken, much _ less 
brought to a successful comple- 
tion, had I not the hearty sup- 
port of every officer, of the board 
of governors and of the individual 
membership of the association. 
No call for help or advice has 
gone unanswered. No request for 
assistance has been ignored. 
Thanks, fellow members of the 
National Shoe Travelers’ Associa- 
tion. May you have a very Merry 
Christmas and may the next year 
be one of great health and bound- 
less prosperity. 














ECRETARY Clarke B. Rowley, of 
the Rochester Association of Travel- 
ing Shoe Salesmen, has mailed to the 
members the ballots for absentee voting 
at the annual meeting to be held at the 
Rochester Chamber of Commerce, 
Dec. 28. The nominating committees, 
headed by J. P. Beatty, has offered 
the following slates as required by the 
constitution: Ticket A, for president, 
Charles J. Vegiard; for vice-presidents, 
A. Cleveland Edson, George Baker, Jr., 
Ray Statt and Willard C. Goodger; for 
secretary-treasurer, C. B. Rowley. 
Ticket B, for president, A. J. McLeod, 
the present incumbent; for vice-presi- 
dents, T. A. Dorrity, Henry G. Amish, 
Roy C. Fisher and Fred S. Brill; for 
secretary-treasurer, C. B. Rowley. Mr. 
Rowley is the only nominee on both 
tickets. 
President McLeod is anxious for a 
big turnout of members at the annual 
gathering. So many of the members 
are constantly on the road that it is 
becoming increasingly difficult to obtain 
a quorum at the monthly meetings. At 
the annual meeting delegates will be 
appointed to attend the annual conven- 
tion of the N. S. T. A. at St. Louis. 


INCENT C. MURPHY is the new- 

est addition to the sales force of the 
Wind Innersole & Counter Co. of Brock- 
ton. Mr. Murphy, who has been a 
leather salesman for the last ten years, 
will cover the territory north of Boston, 
including Maine and New Hampshire; 
also western Massachusetts. His home 
is in Roslindale, a suburb of Boston, 
and he is well known throughout the 
city through his membership in the 
American Legion, Veterans of Foreign 
Wars and Yankee Division organiza- 
tions, 


jones FOLEY, who travels through 

the Middle West for the Jellerson- 
Rafter Co. of Norway, Me., has just 
returned from a trip with the report 
that winter weather has stimulated 
retail trade to a marked degree through- 
out his territory. The sale of rubbers, 
overshoes and protective footwear gen- 
erally has been good and merchants are 
much encouraged. Mr. Foley found 
retail inventories in a healthy conditiou 
and believes that merchants will buy 
with confidence for Spring selling in 
a short time. 

Similarly encouraging reports are 
received from “Dave” Goodwin, of the 
M. A. Packard Co., of Brockton, who 
is now on a short trip through the 
same territory. Immediate, “fill-in” 
business, he says, is very good and the 
prospects are excellent for future sell- 
ing. 








SPEED UP Business... 


% 4 
VANITY Build up your sales and profits with that great- 


est of all customer attractors—an electric sign! 








A Flexlume electric 

—will “circulate” your name and location be- 
fore the daily throng of people passing 
within sight of your store. 

—will be as effective by day, due to colorful 
contrast, as by night when brilliant with 
electric light. 

—its moderate cost will be quickly absorbed’ 
by the increased business it brings. 





Let ‘our specialists in electric sign design sub- : 
mit aicolor sketch, free of charge, of a unique 
display to fit your particular needs. Write 
FLEXLUME Corporation, 2072 Military Road, 


suffalo, N. Y. 


Sales and Service Factories at 
Offices in Chief Cities Buffalo, N. Y. and Your choice of 
4 Ss Toronto, Can. Flexlumes includes: 


of U. S. and Can. 
NEON TUBE, 
EXPOSED LAMP, 


FLEXLUME  itsiettitin 
or COMBINATIONS 


ELECTRIC DISPLAYS OF THESE ILLUMINATIONS 
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can write or wire 


FINEST STYLES  _ your order and 
FIT AND WORKMANSHIP ee : have it filled at 
ATTRACTIVE PRICES r. Cae once from 


SALESMEN. We h ™ 
e ave some S T O C K 


districts free. Please send us 

full particulars. 

e All ‘“Sunbeams” 

ready for your im- 

Makers ot LONG mediate accommo- 
Style 147—Patent Turn; Champagne ! 

BOOTS for many Kid Top; Patent Lace Trim. No dation! 


Years Heel. 1-5. $1.15 


EDWARD GREEN & Co. Ltd. SS ee 
Westminster Works, NORTHAMPTON, ENGLAND cet 


Cables: GREEN 919 NORTHAMPTON, Eng. 
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Maize Shoe Co., Rochester, N. Y. 
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EMBERS of the Shoe Travelers’ 

Association of Chicago stood rev- 
erently with bowed heads at their meet- 
ing at Hotel La Salle last Saturday 
out of respect to the memory of D. W. 
Christian, beloved member of the or- 
ganization. Mr. Christian died suddenly 
at his home, 1598 Oak Avenue, Evans- 
ton, Ill., Dec. 6, from an attack of heart 
disease after only one week’s illness 
and absence from his post with the 
Groves Shoe Co., Chicago, with whom 
he had been connected for a score of 
years. 

He was 72 years of age as the calen- 
dar counts time, but retained the charm 
of cheer and the ambition to apply him- 
self as clearly in his later years as 
most men exert in their youth. He was 
one of the most earnest members of the 
Chicago association, where he served 
in several official capacities, and was 
ever ready to give of his time, sub- 
stance and fine abilities. That he will 
be widely and most sincerely mourned, 
all who knew him will testify because 
of the fine manhood he ever exemplified 
and the splendid counsel he was con- 
stantly called upon to render. Mr. 
Christian is survived by his widow and 
one grown son. The interment took 
place Dec. 10 at the former home of the 
deceased, in Peotone, IIl. 


Boot and Shoe Club to Meet 
December 18 


Boston, Mass.—The Boston Boot and 
Shoe Club will observe its 40th Annual 
Ladies’ Night at the Hotel Statler, 
Wednesday, Dec. 18, with the custom- 
ary reception, banquet and entertain- 
ment. 

The guest-artist of the occasion will 
be Milton J. Cross of New York, the 
famous radio announcer-tenor, who 
some months ago was awarded the 
official medal for the best diction in 
announcing. Mr. Cross will both speak 
and sing and his appearance undoubt- 
edly will be one of the club’s red-letter 
events. Walter E. (“Hap”) Myers, 
New England representative of the 
National Broadcasting Company, also 
will be a guest. There will be other 
musical features. 

President Augustus H. Vogel, Jr., 
will be toastmaster. 


Studies Use of Spats Abroad 


PoRTSMOUTH, OH1I0—Forest Williams 
of the Williams Manufacturing Com- 
pany, Portsmouth, manufacturers of 
Bond Street Spats, has spent the past 
several weeks in England and Germany. 
The purpose of his trip abroad is to 
make a study of the development and 
use of spats in the more important 
foreign capitals. B. E. Matthews, sales 
manager of the Williams Manufactur- 
ing Company, states that spat sales 
this fall have been especially good. 


Salesmen Hold Meeting 


_ Boston, MAss.—The regular monthly 
dinner-meeting of the Boston Retail 
Shoe Salesmen’s Association was held 
at the Wedgewood Restaurant, Mon- 
day evening, Dec. 2. President Charles 
H. Reynolds, of J. L. Esart & Co., 
presided. The speaker of the evening 
was Arthur L. Evans, of the Ault- 
Williamson Shoe Company. The sub- 
ject of his address was “Some Aspects 
of Retail Shoe Salesmanship.” 
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Don’t Forget to Register 


In connection with the conven- 
tion of the National Shoe Travel- 
ers’ Association, to be held Jan. 
3 and 4 in the New Jefferson Ho- 
tel, St. Louis, National Secretary 
T. A. Delany wishes to reiterate 
the request that delegates and 
other association members at- 
tending the convention report to 
him immediately on their arrival 
at the hotel, where headquarters 
have been established. Every 
member and every delegate will 
be asked to register, may have 
their railroad certificates vali- 
dated and will be given last min- 
ute information as to convention 

‘ plans. . It is extremely important, 
of course, that certificates be 
validated. Otherwise full fare 
must be paid for the return trip. 











HE Buffalo Shoe Travelers’ Asso- 
ciation held its annual stag smoker 
at the Erie Downs Clubhouse in Bridge- 
burg, Ontario, across the international 
border line in Canada. Harry J. Edders 


was in charge of the program, with | 


Charles V. Craney in charge of the 
entertainment, assisted by Louis Rubin 
and Charles W. Martin. 


pr RiENbe of Payton Vaughn, with 
the Johnson & Murphy Company, 
will be relieved to learn that he is on 
the road again after spending some 
days in a hospital at Memphis. Mr. 
Vaughn suffered an attack of influenza 
while in Atlanta, and suffered a re- 
lapse while in Macon that sent him to 
the hospital. 


UITE a number of manufacturers’ 

representatives have been visitors 
in Atlanta during the past week, most 
of them headed north for the holidays. 
Included in the list were E. L. “Kid” 
Rankin, of the C. V. Slater Shoe Com- 
pany; Ralph Braintree, also of the 
C. V. Slater Company; Emmett Burns, 
of the Forbush Shoe Company; Bill 
Leavitt, of the Milford Shoe Company, 


and Bob Doyle, of Richards & Brennen. | 


LIZABETH HAINES BENEDICT, 

wife of Arthur I. Benedict, well- 
known shoe salesman, died Nov. 25 at 
her home in Mount Vernon, N. Y. She 
was a daughter of the late Smith W. 
Haines, of Jersey City. Funeral ser- 
vices were held at the Church of the 
Ascension, Mount Vernon, and inter- 
ment was made at New Canaan, Conn. 


UNN & McCARTHY, INC., of Au- 

burn, N. Y., last week opened an 
office at 704 Charles Street, St. Louis. 
Henry Niemann, who has been success- 
ful in volume sales of Enna Jettick 
shoes in St. Louis and surrounding 
territory, will be in charge of the new 
office. 


‘T BE two plants of the G. Edwin 
Smith Shoe Co., located in Columbus 
and Newark, are extremely busy pro- 
ducing women’s shoes for the chain of 
retail outlets operated by the Nisley 
Shoe Co. The output of the plants 
have been increased recently. 
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AWRENCE P. DUFFY, well known 

throughout the country as a sport 
and athletic shoe specialist, and who, 
until illness forced his retirement some 
time ago, was an active member of the 
sales force of Gregory & Read, of Lynn, 
Mass., died at his home in Brighton, 
Mass., Saturday, Dec. 6. 

“Larry,” as he was affectionately 
known to the Boston shoe trade and 
to merchants in all parts of the coun- 
try, will be remembered as much for 
his connection with amateur athletics 
as for his work in his chosen profes- 
sion, although to him goes the credit 
of having designed and sold many new 
and practical types of footwear for 
football, baseball, skating, and other 
forms of outdoor sport. In this he 
merely followed his natural bent, as 
he had been a football enthusiast for 
years, having starred on the team of 
the English High School of Boston 
when a youngster and having retained 
his interest in that school and in its 
athletic teams until his death. 

Mr. Duffy was a faithful and respect- 
ed member of the Boston Shoe Travel- 
ers’ Association and of the National 
Shoe Travelers’ Association. Mr. Duffy 
is survived by his widow, one brother 
and one sister. 


Frank H. Thayer Dies 


Until Recently Was Head of 
N. B. Thayer & Co. 


Boston, Mass.—Frank H. Thayer, 
well-known New England shoe manu- 
facturer and son of Noah Blanchard 
Thayer, one of the pioneer shoe manu- 
facturers of the United States, died at 
his home, 282 Beacon Street, this city, 
Saturday, Dec. 7. He had been ill for 
several weeks. 

Until October of this year, Mr. 
Thayer had been treasurer and general 
manager of N. B. Thayer & Co., of 
East Rochester, N. H. At that time, 
however, he retired from the active 
management, remaining only in an ad- 
visory capacity and making it possible 
for his employees in the factory and 





selling organizations to acquire an in- 
terest in the company whose affairs 
he had managed for many years. 

Mr. Thayer was born in South Wey- 
mouth, Mass., Jan. 4, 1864, and had 
spent his entire business life in the shoe 
industry. He is survived by his widow, 
Mrs. Alice Waterman Thayer; a son, 
Richard W. Thayer, and a married 
daughter, Mrs. Francis Tilden Nichols. 


Tanners Tell Hoover 


New YorK—The delegation from the 
tanning industry at the conference 
called by the United States Chamber 
of Commerce at Washington, Dec. 5, 
was headed by Willis R. Fisher, presi- 
dent of the National Leather Company, 
who is chairman of the Board of the 
Tanners’ Council of America. The 
other members were Ernest Griess, 
Griess-Pfleger Tanning Company, Cin- 
cinnati; Percival E. Foerderer, Robert 
H. Foerderer, Inc., Philadelphia; David 
G. Ong, United States Leather Com- 
pany, New York City, and August H. 





Vogel, Pfister & Vogel Leather Com- 
pany, Milwaukee. 








T’S a long cry from pies to insurance 

policies, but insurance policies are some- 

times just as full of surprises as the pies that 
are set before the King. 


Buy your insurance carefully, so that, when 
the policy is opened in the emergency hour, 
you know that your loss will be fairly ad- 
justed and your claim promptly paid. 


If you buy insurance carefully, demand- 
ing highest quality of protection but con- 
sidering also the saving in cost that a 
30% dividend represents, we believe you 
will be interested in what The Central 
has to offer. Write for further information. 


=LCENTRAL 


Manufacturers Mutual Insurance 
of Van Wert. Ohio. 





FIRE, AUTOMOBILE AND TORNADO INSURANCE FOR SELECT RISKS 























Quality is High 
andRatesareLow 


The luxury of the modern appoint- 
ments of the beautiful and gracious 
new Lexington Hotel are rivalled 
only by the extremely attractive 
rates. Its accessibility makes the 
Lexington the starting point for 
those who desire to plan their day 
with the least bother and the great- 
est comfort. And, then, there is the 
Silver Grill with Dave Bernie and 
his Hotel Lexington Minute Men— 
past masters of their alluring art. 


801 ROOMS 


Each with private bath (tub and shower) 
circulating ice water, mirror door. 


341 rooms with double beds, $4 
1 person. ° . ° ° 

These same 341 rooms for two $ 5 
persons . ‘ 

$6 

231 rooms with twin beds $ 7 
Either one or two persons . 


229 rooms with twin beds 
Either one or two persons . 
Transientor permanentaccommodations 


Special luncheon $1.00 
Also a la carte service 


Club breakfast 75¢ 
Table d’hote dinner $2.00 


HOTEL 


LEXINGTON 


LEXINGTON AVE. at 48th ST NEW YORK CITY 
Frank Gregson, Mgr. Phone MURray Hill 749! 
Direction of American Hotels Corporation . J. Leslie Kincaid, President 
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Tanneries Busy 
On New Colors 


For Footwear 


Wide Range of Vivid Hues 
Being Produced 


LYNN, Mass.—The turn in business 
is under way here, for the tanneries 
are starting up on the new run, and 
the shoe shops will soon fal] in line. 
Colors are blossoming brighter than 
ever, with new tones of blue and green 
appearing, also new purples, as well as 
beiges and sunburns and sands, high- 
power reds, and the browns in a long 
range of brights and darks. Even the 
elks, familiar sport leathers, are 
brightening up and taking on new light 
shades of smoke, and coffee and cream, 
and log cabin brown and blue. Then 
there are the whites, on grain and buck 
side leather, and kid and calf and 
cabretta, also the reptiles, especially 
the snakes, in the beige, sunburn and 
natural hues. 

Mention already is made of the fact 
that next Easter comes late, or on 
April 20. It came on March 31 this 
year, so there’s a long season ahead 
before the Easter openings get under 
way. Winter goods are moving freely 
in a number of cities, for some firms 
are getting a fairly good volume of 
business on oxfords, and like winter 
types, some of patent, some of kid and 
some of calf, the leading colors being 
blacks and browns. 


Orders On Hand Show 
Increase In Brockton 


BROCKTON, MAss.—Although several 
factories now are in the mi‘st of the 
Christmas season iull, shipments from 
this center totalled 32,087 cases for 
November, siightly in excess of the 
figure for the corresponding month of 
last year which was 29,096. 

_ The total for the year to date con- 
tinues to mount, now being 501,630 
cases. This figure is far in excess of 
the total for the whole year in 1928. 
The gain in shipments for the year to 
date new is 71,375 cases, and before 
the year is completed, the figure 
should reach 75,000 cases. This will 


St. Louis—In connection with the 
announcement of a change in the divi- 
dend rate on common stock from $2.50 
to $3.00, the International Shoe Com- 
pany has announced that the fiscal 
year ended Nov. 30th has shown the 
largest year in the history of its busi- 
ness. Net shipments for this period 
show a volume in excess of $132,000,- 





See Good Year Ahead 


“There has been a very real 
change in the minds of business 
men in the past two weeks,” said 
a New York retailer who is in 
close contact with trade condi- 
tions. “I find that the shoe re- 
tailers I meet are confident that 
retail trade will be good from 
now on, perhaps even better than 
last year. 

“This feeling of optimism is 
borne out by road men of my ac- 
quaintance, who say many re- 
tailers are placing orders for 
spring delivery in larger volume 
than is their custom. 

“Most retailers found October 
and November totals below those 
of last year. This fact, com- 
bined with the stock market 
crash, made them uneasy, and in 
an effort to stimulate business, 
sales were, started, some as early 
as Nov. 15. 

“The response to these sales 
was good, far better than was ex- 
pected. This evidence, together 
with the broad cooperation given 
to President Hoover by big busi- 
ness and the quick return of the 
stock market to an even tenor 
convinced the smaller dealer that 
general conditions were not so 
gloomy as he had at first believed. 

“Whereas two and three weeks 
ago we were all a goons lot, 
now most of us have largely for- 
gotten the events of a month ago. 
Department stores are crowded, 
and specialty shops are also feel- 
ing the change in sentiment. 





mean a gain of about 2,000,000 pairs. 
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$9,000,000 Increase in Sales 


International Shoe Company Reports Gain in Factory Produc- 
tion for 1929 Fiscal Year More Than 5,000,000 Pairs 


000. This is a sales increase of more 
than $9,000,000 over the correspond- 
ing period for 1928. 

The production of shoes in its 44 shoe 
factories has exceeded 54,000,000 pairs. 
This is a gain of more than 5,000,000 
pairs over 1928, when production 
reached the total of 48,696,000 pairs. 

In commenting on this increase 
Frank C. Rand, president of the com- 
pany, made the following statement: 
“The volume of more than $132,000,000 
for 1929 includes only the net sales to 
customers. It does not take into ac- 
count the additional volume which our 
books will show for the production of 
some 75 auxiliary plants. These auxil- 
iaries include 14 tanneries, a cotton 
mill, a rubber heel and sole plant, box 
factories, chemical plants, a glove fac- 
tory, etc. Definite figures on the value 
of the production of these plants for 
1929 are not yet available. An idea of 
the importance of their output can be 
gained from the 1928 production, which 
had a market value of more than 
$78,000,000. 

“The International Shoe Company 
interprets the increase in its sales <=: 
a very definite indication that the pur. 
chasing power of the nation is not 
being seriously impai) 1 by current 
conditions. The greater part of our 
gains came during the last four or 
five months. They also came during a 
year when raw materials were basically 
lower and prices for our shoes cor- 
respondingly less. 

“Within the last sixty days we have 
been compelled to add an additional 
plant for making shoes. We look for- 
ward with confidence to a healthy flow 
of business for next year.” 


Bob Silver Opens Store in 
Los Angeles 


Los ANGELES, CAL. (UTPS)—A new 
retail shoe establishment has _ been 
opened by Bob Silver at 4345 South 
Vermont Avenue. Mr. Silver is a shoe 
man of many years’ experience and is 
well acquainted in that neighborhood 
His store is carrying a complete stock 
of merchandise designed to fill the needs 
of the entire family. 
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Open Your Door 
to Bigger Profits with 
American Interlocking Shoe Store Chairs 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out 
shoe store profits. Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Radiates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 
chandise alone cannot bring. 


32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 








AMERICAN SEATING COMPANY 
Gentlemen: Send me, without obligation, your helpful 32- 
book, “New Styles in Shop Seating” ion, your helpful 32-page } 


























1016 Lytton Bldg. Chicago, Illinois 


"Goumner coonsany tn cost, 15 yours of Branch Offices: “ New York: R. 601-119 W. 40th &. 
experience to serve and assist you. Philadelphia: R. 703-1211 Chestnut B : R. 302-69 Canal St. 
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Aid of Retailers Asked in 
Chain Store Inquiry 


WASHINGTON, D. C.—The United 
States Department of Commerce is 
conducting a chain store inquiry 
through the Federal Trade Commission, 
pursuant to a Senate resolution. Re- 
tail shoe and other dealers are being 
asked to furnish information under the 
following headings: 1, general informa- 
tion; 2, character of business and 
method of conducting it; 3, cooperative 
and pool buying; 4, competition ; 5, 
competitive lines; 6, financial results. 

Under the head of competition each 
retailer is asked to state the number of 
directly competing stores in his neigh- 
borhood, independent or chain, at pres- 
ent and in a previous year, and in what 
respect his store has been favorably or 
unfavorably affected by increasing com- 
petition. A comparison of his prices 
with competing chains or advertised 
or unadvertised merchandise is called 
for, also to what extent advertisers or 
wholesalers are assisting retailers or 
supplying service or dealer helps. 

Each dealer is asked to list, in the 
order of importance, the following 
methods actually employed by him which 
he has found of value against com- 
petition: Credit, delivery service, 
leaders, window and other display, co- 
operative buying, newspaper advertis- 
ing, handbills and dodgers, street car 
cards, low prices, high quality, special 
sales and other specific methods 


Five Plants Merge 
In Boston District 


HAVERHILL, Mass.—The National 
Shoe Co., located in the Chick factory, 
Riverstreet, is one of the five Massa- 
chusetts shoe manufacturing plants 
involved in the merger under the name 
of the Consolidated Shoe Factories, 
Inc., completed this week. The com- 
bined factories have a total daily pro- 
duction of 25,000 pairs, and under the 
merger, the corporation will rank fifth 
largest in point of production in the 
country. The companies involved in the 
merger besides the local company are 
the United Novelty Shoe Co., Lowell; 
the National Shoe Co., Boston; the 
National Shoe Co., Roxbury, and the 
Public Shoe Co., Stoneham. 


Successful Daytime Slipper 
Campaign 


CINCINNATI, OHI0O—Sachs & Vigo- 
rith, turn shoe manufacturers of Cin- 
cinnati, who are marketing daytime 
slippers, report that their retail dis- 
tributors are meeting with unusual 
success in conducting an extra pair 
campaign on slippers. 

The idea of the campaign is to stim- 
ulate house slipper sales. Prizes are 
given to salesmen selling the most 
pairs to people purchasing shoes. 


In Larger Quarters 


NEW YorK—Carol Shoe Mfg Co., 
Inc., formerly of 684 Broadway, New 
York, are now occupying larger 
quarters at 740 Broadway, corner of 
Astor Place. 
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Fashion Adviser 











Miss Rhea Nichols 


New YorK—The Allied Kid Company 
has announced the appointment as 
fashion adviser of Miss Rhea Nichols, 
well known stylist, whose broad experi- 
ence covers style problems in their re- 
lation to both the retail merchant and 
the manufacturer. Miss Nichols has 
already taken up her work in this ca- 
pacity. She will keep in touch with 
fashion developments in leather and 
shoes and the trends in apparel which 
influence them. It will be a part of her 
work to call upon merchants at frequent 
intervals and acquaint them with 
fashion tendencies. 

Announcement was also made by the 
Allied Kid Company that its New York 
offices will be removed from their pres- 
ent location at 100 Gold Street to 25 
Spruce Street, effective January Ist. 
At the new quarters a permanent ex- 
hibit of kid leathers and fashion mate- 
rials harmonizing with them will be 
installed for the benefit of retailers and 
manufacturers. 

In private life Miss Nichols is Mrs. 
James C. Pape, and her husband is di- 
recting head of the Henning shoe store, 
in New York. For the past four years 
she has been engaged in merchandising 
and promotional work, styling and buy- 
ing in connection with millinery, gowns 
and shoes. She has a broad knowledge 
of both American and foreign markets. 





Nashville Shoe Dealers 
Adopt Holiday Slogan 


Nashville, Tenn. (UTPS)— 
“Shoes for a Merry Christmas” 
is the slogan adopted this week 
by the Nashville Shoe Retailers’ 
Association for the holiday mer- 
chandising program. The slogan 
was suggested by O. H. Mann. 
The session of shoe retailers was 
presided over by H. M. Young, of 
Bells Booteries, president of the 
association. 


The 


ventle 


REG. US. PAT. OFF f ine 


at the Lennox 


Parlor B 


at the Statler 
Room 324 


St. Louis, Jan. 6-9 


TWO FAMOUS 
Trade Marks 





TRADE MARK 





Scientific Health Shoes 
« forChildren , 
Insure Normal Feet 


emer = 











The highest grade shoes it is 
possible for us to manufacture. 


Goodyear Welts exclusively. 
Full grain calf and Elk. 
lar retail prices: 
3-5 
5148 
814-1114 
12-2 


Popu- 


$3.00 
3.50 
4.00 


Ato D 


REG. US. PAT. OFF. 
MADE BY 
Tue JEN Hor CORPORATION 


A wonderful line of Kip shoes 
Goodyear Welts exclusively. 


Smooth Kips and Elk. 
lar retail prices: 


Popu- 


3-5 $2.50 
548 3.00 
844-11 3.50 
12.2 4.00 


Ato D 














| THE JUVENILE SHOE CORPORATION 


| OF AMERICA 
| AURORA MISSOURI 





~ RAJAH 
stands for all that a 


ee 
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Canada Alarmed Over Imports 


Manufacturers Appeal to Dominion for Aid in Curtailing Com- 
petition from United Kingdom and United States 


MONTREAL—An appeal to the Domin- 
ion Government to assist the Canadian 
shoe manufacturers by curtailing im- 
portations of boots and shoes from the 
United Kingdom and the United States 
was put in the form of a resolution and 
passed by the Shoe Manufacturers’ 
Association of Canada at its eleventh 
annual meeting in the Windsor Hotel. 
In his presidential address, George A. 
Blachford of Toronto pointed out that 
importations of women’s shoes from 
across the border and men’s shoes from 
the old country have continued during 
the past year in considerable volume. 

“Such importations,” he said, ‘“con- 
stitute a serious problem, because they 
represent a loss of business that is 
needed by the Canadian factories. In 
most cases the imported shoes are in- 
ferior to those of Canadian manufac- 
ture, which are sold at the sane or 
lower price, and the bulk of the im- 
portations are entirely unnecessary 
either in the interest of the retailers 
or in the interest of the consumer.” 

The following officers were elected for 
the ensuing year: President, John J. 
Tebbutt, of the Tebbutt Shoe & Leather 
Co., Three Rivers, Quebec; first vice- 
president, Oscar Dufresne, of Dufresne 
& Locke, Ltd., Montreal; second vice- 
president, John J. McHale, of Scott & 
McHale, Ltd., London, Ont. 

District representatives on the execu- 
tive committee were elected as follows: 

Western—W. H. Leckie, J. Leckie 
Co., Ltd., Vancouver. 

Ontario—G. H. Ansley, Perth Shoe 
Co., Ltd., Perth; L. C. Van Greek, the 
Tillsonburg Shoe Co., Ltd., Tillsonburg; 
Allan A. Mark, the Empress Shoe Co., 
Ltd., Toronto; S. H. Parker, the Hurl- 
but Co., Ltd., Preston; W. J. Perkin, 
the Witchell-Sheill Co. of Canada, Ltd., 
Windsor; Laurence M. Savage, Parker- 
Steel Shoes, Ltd., Preston; S. G. Under- 
hill, Underhills, Ltd., Barrie. 

Quebec—H. V. Gale, Gale Bros., Ltd.; 
J. B. Goulet, O. Goulet & Sons, Ltd.; 
Alfred Marois, Jr., A. E. Marois, Ltd.; 
J. E. Samson, J. E. Samson, Inc.; J. M. 
Stobo, the J. M. Stobo Co., Ltd., all of 
Quebec city. 

Montreal—Antonio Bedard, J. A. Mc- 
Caughan & Son, Ltd.; Jos. Brunet, the 
Eagle Shoe Co., Ltd.; Eugene Cote, 
Dominion Shoe, Ltd.; W. Gagnon, Aird 
& Son, Ltd.; A. Jeannotte, La Pari- 








Forbids Use of Name 


New YorkK—Justice Isidor Wasser- 
vogel, in Special Term of Supreme 
Court, has granted a temporary order 
in an action by the General Footwear 
Corporation against Vanity Fair Foot- 
wear Co., Inc., requiring the defendant 
corporation to cease using the words 
Vanity Fair as part of the defendant’s 
name or trade name, pending final de- 
termination as to whether the plaintiff 
is entitled to an injunction on the 
ground that it is the lawful owner of 
the name Vanity Fair in connection 


sienne Shoe Co., Ltd.; Jos. Lacasse, Jos. 
Lacasse Shoe Co., Ltd.; ye Lane, the 
T. H. Lane Shoe Co., Ltd.; Norman 
Macfarlane, The Macfarlane Shoe, Ltd.; 
A. D. Sebastiani, La Gioconda Shoe 
Mfg. Co.; Albert Tetrault, Tetrault 
Shoe Mfg. Co., Ltd. 

Maritimes—J. D. Palmer, the Hartt 
ag A & Shoe Co., Ltd., Fredericton, 





Summary of Conditions in 
New England Shoe and 
Leather Industry 


By Alfred H. Donovan 


President, New England Shoe and 

Leather Association, before the Na- 

tional Business Conference, Wash- 
ington, D. C. 


First—Fundamental conditions 
in the allied shoe and leather in- 
dustries of New England are 
sound and healthy and inventories 
are normal. 

During the past two or three 
years the output of New En- 
gland’s shoe factories increased 
in greater ratio than the output 
in any other section of the United 
States. 

Second—There is no question 
that our New England shoe 
manufacturers and tanners (and 
I mean by this the real executives 
of these concerns) are “on their 
toes,” so to speak, and are per- 
sonally attending to the job of 
making their enterprises prosper- 
ous and carrying out the sugges- 
tions of President Hoover in the 
present situation. 

Third—Many of our New En- 
gland shoe manufacturing com- 
panies and a few of our leather 
concerns are doing national ad- 
vertising on a broad scale, and 
contracts for such advertising in 
1930 have either been placed or 
are about to be placed. The New 
England shoe industry maintains 
hundreds of live-wire traveling 
salesmen (one large concern 
alone having a corps of forty of 
these) and these trade ambassa- 
dors will be mobilized for closer 
contact with their thousands of 
retail customers during the next 
few months. The same applies 
to the local managers of the in- 
numerable retail chain stores 
maintained by a number of New 
England shoe manufacturers 
throughout the country. 

Fourth—The New England shoe 
industry is taking a real interest 
in cooperative work with the 
clothing trade, in line with mod- 
ern ideas of linking up footwear 
with apparel. 

Fifth—Finally, shoes being a 
prime necessary of life, it is im- 
practicable for the consuming 
public to conserve on its pur- 
chases of these below a certain 
point. 


. Wear S r Strai ght 


UILT with broad corrugated, 
guaranteed steel shank 
shaped to support both inner and 
outer Longitudinal Arch. An 
eight iron, shoulder channel, foot- 
shaped insole gives support to 


the Metatarsal Arch. 
Meet us at N. S. R. A. Convention 
Room 222, Jefferson Hotel, St. Louis 


IN STOCK 


Police 
Shoe 


177-DS—Bik. 
666-DS—BIk. 
10- _o. 


Bvane Heavy Kid 
Rueping’s Heavy Calf.. 
4 Stormwelt 


Bvans Ruby Kid 

Kid. Arch- suapert Insole. . 

Mellow Kaffor-Calf 

Mellow Kaffor-Calf.......... 4.60 


70—Bik. 
870—Blk. 

90—Blk 

95—Tan 


Combination 
Last 
No. 2 


60—Blk. Evans Kid 
ao—Se. Kid Arch-Support Insole. . 
0—Bik. Mellow Kaffor-Calf 
$5—Tan Mellow Kaffor-Calf 


MUSEBECK 
SHOE COMPANY 




















DANVILLE, ILLINOIS , 
with the slipper business. \ 
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[Isuy 


iN. 


$2.85 . 1300 —Seeme kid, center strap com- 
1317—Patent leather, center buckl bination underlay. 
= aid phPrren - - Same in patent leather with Kaffor 
eg lid underlay 
Also blond kid, marren kid underlay Same in blond kid with comb!nation 
Same, brown kid, marron kid underlay underlay. 
All shoes in high. baby and Cuban heels 
Get Aboard With These Two Winners 


LEVEY BROTHERS SHOE CoO. 


145 DUANE STREET 








Sennutbenal Values 
Imported Czecho 
Sandals 


975—Natural with brown trim 
976—Natural with white trim 
977—White with black trim 
978S—All white 

In Stock 


J. WEISS SHOE Co. 


137 DUANE STREET NEW YORK CITY 








BIG DISPLAY 
ST. LOUIS 
NATIONAL 

CONVENTION 

















Complete new profit line of the famous 
Deauville Sandals, Domo Bedroom Slip- 
pers and French Mules. See the latest 
versions of the mode, Hotel Jefferson, 
January 6 to 9, private dining rooms 1 to 
2. Make note of the place and dates now! 


GOLO SLIPPER COMPANY 
129 Duane Street, New York 














THe NEW 


“Service [s The Key 


*¢ PUST an even dozen years ago,” said Mr. Sak 
J an interview recently, “I was associated \ 
my father in the retail business, carrying better er: 
lines of shoes. As you know, buying and filling 
sizes from the jobber in those days was almost an i 
possibility, especially in women’s novelties. Cateri 
as we did to the better trade, it was absolutely essent 
that our custom: 
be fitted prope 
in the width as w 
as in the ieng 

Almost all ou: 
styles then in 1 
narrower wilt 
had to be made 
special, due to 1 
fact that we cot 
not obtain the 

widths from stock 


“Sensing the 0; 
portunity,” co) 
tinued Mr. Saks, 
“for the house « 





A Merry Christmas and A Bappy 
New Pear and the assurance 
of been appreciation of pour 
“Good Will and Patronage 


HOF 
T NE 
44 DUA NTS wen YORK—* 








CENTER BUCKLE 
IN STOCK 


Stock No. 6170 
Widths—A to C 
Price $4.75 


All Genuine Silver Kid Opera 


Stock No. 6168 
Widths—AA to C 
Price $4.75 


All Genuine Silver Kid 
Center Buckle 


Stock No. 6169 
Widths—A to C 
Price $4.75 


POWELL & CAMPBELL 


122 DUANE STREET ESTABLISHED 1879 





A Winner to Retail at $2.95 
The Lucille Stepin Pump 


Classy and stylish for party or street wear, an exceptional 
good pattern featured in patent leather and black satin 
with cither 21/8 full breasted spike 

heel or 14/8 Cuban heel. 


Sold only in 18 and 36 pair lots. 


a eS” 


DRYZER & ROSENBERG, Inc. 


131 Duane Street “Shoes Under Market Prices’’ 
Headquarters for Mail Order House, Department Stores and Bargain Basements J 
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YORK MARKET 


note of My Success 


rying a highly specialized line of medium and better 
erade women’s novelties in stock in all widths, I ven- 
tured into the whoesale business.”’ 


The M. J. Saks Shoe Co. is renowned throughout 
the shoe industry as the wholesale house carrying a 
When asked what 
was the keynote of his success, he replied, 


hetter grade of women’s shoes. 
“Service.” 
Service to the retailer then meant more than it does 
today in our highly specialized age, he explained. The 
customer who wanted a special pair for Mrs. Jones 
who needed a narrower width than he carried in stock 
could always get it at Saks. Single pair orders were 
given the same attention as the larger ones. 


In this era of mergers, chain stores and specialty 
shops, the jobber is no longer looked upon with scorn 
as though he were a parasitical middleman living on the 
retailer. “No,” concluded Mr. Saks, “he serves a pur- 
pose today in that he supplies his clientele with the 
style of the moment at the moment they are in demand. 
Sound merchandising and credit advice also enable the 
retailer to merchandise his stock profitably.” 


IMPORTED ENGLISH MADE 
LEATHER BOUND BROADCLOTH SPATS 
Four Hole Buttons 

pon =a in stock in the following 


Light aw. Medium Gray, 
Light Fawn, Medium Fawn. 
SIZES 6 TO 12 


$2.25 PER PAIR 
IMMEDIATE DELIVERY 


Also domestic Spats in stock 
from $1.00 per pair up. 


BLOG SHOE COMPANY, Inc. 








Goodyear Welt 


Patent Leather Black Calf 
Top; Brown Calf, Brown 
Suede Top 


No. 1 represents College Heel, 3 to 7, No. 2 Misses’, 11% to 2, C. & D.$3.15 
Cc. ad D ’ Child’s, 8% to 11, D. .........-$2.75 


CONCORD SHOE CO., Inc. 


116 DUANE STREET NEW YORK CITY 





A Crescent Winner! 


352 Patent Gun Metal and sapphire 
trim 22/8 spike heel 
353 Patent Gun Metal and sapphire 
trim 15/8 Cuban heel 
Kaffor Kid, Patent and Lizard 
trim, 15/8 Cuban heel 
5 Brown Kid Bronze Pat. and 
Kid trim, 22/8 spike heel 
5356 Brown Kid Bronze Pat and 
Kid trim, 15/8 Cuban heel 
All above with balloon toes C wide 
Sizes 3 to 8 
Across the 
board 


co 


159 DUANE STREET 


he 


NEW YORK 





ell 
a" Dump 


“Queen of all operas” 


Due to greatly increased volume, 
we are now offering the Original 
“Dancette” Pump at $3.25, in patent 
leather, black satin and Kaffor kid 


Widths Sizes 
AA to C 2% to 8 


“Imitation is the sincerest form of flattery!" 


“‘Duane_Shoe (©mpany, 


143 DUANE STREET 





> 147 DUANE STREET 





Extending 
the Greetings 
of the Season 


B. FRIEDMAN SHOE CO., Inc. 
109 READE ST. ESTABLISHED 1880 
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DR. MILES HEALTH SHOES 


Reg. U. S. Pat. Office 


ALWAYS 
IN STOCK 


Price $2.25 


No. 2822—Patent Leather Tie No. SESS — Patent i anther gue 
ri Stee > 5 Strap with Stee rch and Cottage 
with Steel Arch and Cottage Shank. ciock. Also in Black Kid and 
Also in Black Kid and Brown Kid. Brown Kid D wide Also in 
EEE wide. Also in Patent Leather, Patent Leather, Black Kid and 
Black Kid and Brown Kid. D wide. Brown Kid. EEE wide. 

Sizes 3% to 9. 


BLEECKER SHOE CO., Inc. 138-140 Duane Street 











WHERE TO BUY 
Men’s Shoes 


Me BUSINESS ‘PROFTTABLE 


BTAADe mann nep-eTencala 
BION F-REYNOLDS CO™ BROCKTON MASS 





Bs =), 
Ss car 
(P)... A. PACKARD ARDCO., Makers 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 

















RADE ONLY” 


€ast EST GRADE U.S.A. 








momesT ALL 


87 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


ew 











Service in the Children’s 
Shoe Business 


ATLANTA, GA. (UTPS)—The giving 
of service has led the children’s shoe 
department of Rich’s, Inc., into some 
unusual situations. 

But it has resulted in building up 
what is by far the largest volume of 
sales of any children’s shoe department 
in the South, and has made Rich’s, Inc., 
known as far away as the Canal Zone 
and the Hawaiian Islands. 

From the very first, according to M. 
A. Sharp, in charge of the department, 
emphasis has been laid on service. 

Sales persons are instructed, for ex- 
ample, that a customer is always in the 
right. No matter how much at fault 
she may be, the customer returns a 
pair of children’s shoes to Rich’s, has 
them exchanged at once and without 
any argument about it. And this kind 
of service is maintained at all times. 

Incidentally, it has led into a number 
of distant and unusual fields of work. 

To illustrate: A number of years 
ago there developed a strong demand 
for shoes for crippled children in 
Atlanta. 

The children’s department at Rich’s 
saw at once that this was an op- 
portunity for a real, if somewhat un- 
usual. service, and a complete line of 
shoes for crippled children—particu- 
larly corrective shoes—was laid in. 

oday this special department is 
known all over the country, and orders 
have been received from places as far 
away as the Hawaiian Islands and the 
Canal Zone, it is stated. 

Out of this developed another im- 
portant service. 

Orthopedists and doctors, finding 
Rich’s well equipped to handle special 
orders, began sending their patients in 
for fittings. 

Today this is a big and constantly 
growing field of work. A.wide stock 
of shoes headed by a well-known line 
is carried by the department, and doc- 
tors from all parts of the South are 
sending patients to the store—with 
a prescription for shoes just as they 
might give a prescription for. medi- 
cine! 

These shoes are fitted exactly as 
called for in the prescription, an ex- 
pert being on hand who might be com- 
pared to a registered pharmacist, so 
that mistakes are almost an impossibil- 
ity. And here, also, has developed an 
unexpected, yet very profitable field. 

Still another unusual department is 
Rich’s made to order children’s shoe 
department—the only one of its’ kind 
in the South, it is believed. 

As might have been expected, the 
special services mentioned soon created 
a demand for made-to-order shoes. So 
the department made arrangements to 
have children’s shoes built to order, 
and today hundreds of pairs are made 
to order, for especially fastidious cus- 
tomers and for special occasions. 


Edward M. Salomon Returns 
from Abroad 


New YorK—For the purpose of 
presenting advanced styles in leather, 
Edward M. Salomon of the firm of 
Salomon & Phillips, has been spending 
several weeks abroad. He is returning 
on the S. S. Bremen, leaving Cherbourg 
Dec. 5th. 
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Vamps Longer, Say 
Last Manufacturers 


LYNN, Mass.—Last makers continue 
to report that shapes of lasts change 
in correspondence with the changes in 
the costume, such as are dictated by 
the dressmakers. Vamps are length- 
ened, to be even more than three inches, 
and the lines of waists are emphasized, 
this being done by “placing the wood” 
as the modelers say. “Pumps are the 
most promising shoes with us,” says 
one of the fast style shoemakers of 
Lynn, “and I include the trimmed 
pumps of the opera pattern, and the 
light strap numbers. Step-ins come 
next and oxfords and ties after that. 
As I view the scene of fashion,” says 
this shoemaker, “the new shoes must 
be emphatic of line as well as of color, 
lest they be submerged under the 
lengthening skirts. It never would do, 
you know, to let the feminine world 
forget its feet.” 

As for heels, it may be said that 
they average lower, but, nevertheless, 
there are plenty of heels of the 18/8 
and the 19/8 class as well as Cubans 
of the 14/8 and 16/8 class. A most 
interesting feature of the moment is 
the further gain on heels of leather. 
Even some of the new spectator sport 
shoes, of white leathers, carry these 
heels. 

It seems timely to mention that the 
slipper business is extra good this year. 
Most all firms in this trade have made 
more slippers this year than last, and 
one leading concern, after reporting a 
42 percent increase on slippers for the 
first ten months of the year adds that 
it had the best November business in 
its history. 

Lynners are completing handsome 
samples for 1930, and salesmen are 
starting out to give buyers a first 
glimpse of them, so that they may be 
prepared to place orders in the caming 
January markets. 


Big Increase Noted 
in Overshoe Sales 


CINCINNATI, OH1I0—Business is good. 
Extremely cold weather and light 
snows have done a great deal toward 
stimulating shoe sales. With this city 
wrapped in a blanket of snow, the 
thermometer went lower the last day 
of November than it has in that month 
since 1880. This is sure to be a big 
season for protective footwear. One 
merchant reports sales up to present 
writing to equal those of the entire 
Winter season of 1928, and many mer- 
chants who ordered a light season 
supply early are now sending in re- 
orders. Sales are not confined to any 
certain type of protective footwear as 
everything from the high-top galosh to 
the low-cut rubber is moving. There 
is a decided preference, however, for 
the light-weight ankle-high dressy 
models. 

Moire, tinted to match the costume 
is being featured strongly for evening 
and party wear. Satin and crepe are 
also among the headliners and most 
shops report evening slipper sales up 
to and ahead of those for previous 
years. Rough weather has seemingly 
had no ill effect on the sale of suede 
as it is just as good now as it has ever 
been. Reptile, notably lizard, is fair 
especially when used for trimming 
purposes. 
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Real Shoe Service Built It 








Entrance to the new store of the Globe Shoe Company, operated by 
Moses M. Smith and Armond S. Weil in Savannah 


A Store That Grew from an Idea 


Utmost in Value at the Price Plus Real Service Explains Success 
of Savannah Retail Firm 


SAVANNAH, GA. (UTPS)—One of the 
most modern shoe stores in the South 
is the result of an idea, and an ideal 
put into practice a number of years 
ago when Moses M. Smith and Armond 
S. Weil established the Globe Shoe Com- 
pany. That first store prospered be- 
cause these two men, who had had years 
of experience in retail shoes before go- 
ing into business for themselves, had 
definite ideas as ‘ce what a retail shoe 
store should be. ‘The first of these was 
a product sold at a price representing 
the utmost in value, and the second 
the rendering of a real service to the 
customer. 

The new home of the Globe Shoe 
Company, located at 19 Broughton 
street, east, is the final result of 
months of planning, study and investi- 
gation on the part of the proprietors 
and their architect. The entrance from 
the sidewalk is into a large lobby-like 
space on either side of which are plate 
glass show windows. The upper part 
of the glass is etched in an attractive 
lacy design. The background of the 
show windows is in soft polished wal- 
nut, toning with the fixtures. The 
outer overhead is in etched glass, while 
the part leading to the entrance doors 
is finished in silver with gold finish. 

The entrance to the store is through 
two doors with a large glass-paneled 
show window between. 

The first floor is of unusual beauty. 
The cases are of natural walnut rubbed 
to a soft polish and showing the grain 
of the satiny wood in shades of brown. 
In place of the old-fashioned rows of 
seats are luxuriously upholstered arm- 
chairs, which blend in color with the 
cases and the soft walnut paneling of 
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the walls. The lighting fixtures are 
modernistic chandeliers of panels of 
frosted glass in angular shapes. Cover- 
ing the entire floor is a deep-naped 
rug which adds to the luxurious set- 
ting. In addition to shoes, the hose 
and bag department, and the depart- 
ment of French perfume, soaps and 
powders are on the first floor. 

In the rear of the main store is the 
department for men, where they can 
be served with greater efficiency in a 
place adapted to their needs. 

The children’s department on the 
second floor is something entirely new 
in this line in Savannah. The chairs 
are in the form of rocking horses and 
animals of various kinds. The seats 
of benches are covered with the heads 
of wild animals and there is everything 
in the way of toys to delight the hearts 
of the kiddies, including musical chairs 
which play lively little tunes when sat 
upon. 
At the formal opening of the new 
store a program of music and song was 
arranged that drew large numbers, and 
veritable mounds of flowers were re- 
ceived from admiring friends through- 
out the state. The program was broad- 
cast over station WTOC, Savannah. 


Expect Early Opening 
of New Selling Season 


HAVERHILL, MASS.—The early opening 
of the new selling season is indicated 
in the local industry with the appear- 
ance of new sample lines and the lining 
up of productive units. The new pat- 
terns and new light leathers have been 
sampled heavily. 
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WHERE TO BUY 
Men’s Shoes 


ers 





“A MAN’S DECISION” 


THE 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 
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WHERE TO BUY 


Women’s Novelties 





Uhe 
BONDWAY 


Produces footwear of remark- 
able lightness, smartness and 
flexibility. 


BOND SHOE COMPANY, 132 Duane St., New York 








BIARRITZ SANDALS 
(ORIGINAL) 
FOR LARGE VOLUME 
BUYERS 
Write Direct 
BIARRITZ SANDALS 








33 W. 27th ST.. NEW YORK 





WHERE TO BUY 


Women’s Shoes 





CUSHION SHOES, 


FUR WOMEN 
THE JOHN EBBERTS SHOE CO., INC. 
IN Baffalo, N. Y. STOCK 











WHERE TO BUY 


Shoe Forms 


~er er s 





TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 
Light, Inexpensive and 
Practically Invisible 


transparent form 
shoes. Write 











THE SHOE FORM CO., Auburn, N. Y. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 
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PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesroom 
40-46 West 25th St., New York City 


pm 
po 











Wa Grade Turn Mules and D’Orsays 


Prom F 








Me. 447 
$2.35 


L. B. EVANS’ SON OO., Wakefield, Mass, 

















MEN’S FINE 
HAND TURNED 


SLIPPERS 


Manufactured 
by 


W. 8. CHASE & SONS 
Hav: Mass. 





Prices from 
$2.15 to $3.50 
Boston Office: Room 501, Statler Bidg. 














GENERA MEDOTWEAR. CORP'N 
476 BRoaowav New YorK 












MULES and D’ORSAYS 


FOR MERCHANTS 
WHO DEMAND QUALITY 


Send for Beautifully 
Illustrated Catalogue 


Brass Bros. & Feinroth 


7 East 17th Street New York 




















Fair Volume of Spring 
Orders Booked 


CINCINNATI, OHI0O—Local shoe manu- 
facturers report a fairly good volume 
of Spring orders but business is rather 
spotty. In-stock departments were 
pretty busy around the first of De- 
cember filling mail orders for pre-holi- 
day sales, and although these orders 
seemed to be numerous, they were very 
small. 

A few manufacturers sent new sam- 
ples to salesmen the week before 
Thanksgiving but others did not have 
the first “batch” of samples ready until 
the first week of December. Many of 
the samples made up early were called 
back for changes. 

Quite a number of the new Spring 
samples are one-straps and judging 
from the first new orders to come in, 
the one-strap models will all be good. 
Many sandal effects are being de- 


signed and it is thought that they will - 


go over big everywhere. 

Beiges and sunburns will be very 
good next season, according to local 
shoe men’s opinions, and browns and 
yellow are being shown. 
blacks will be in demand. Many of 
the light shades of red, green, blue and 


Selby Plants Go On Full 
Time Schedule 


PORTSMOUTH, OHIO (UTPS)—Homer 
Selby, an official of the Selby Shoe Ca,, 
which operates plant in Portsmouth 
and Ironton, announced that the com- 
pany’s plants went on a full time 
schedule Dec. 2. This followed a period 
of reduced production. Orders have 
been booked which will maintain that 
schedule for several months, he said. 
The output is now upwards of 7,000 
pairs daily. 

Mr. Selby also announced that the 
outlook for the year 1930 is favorable 
and company officials expect the year 
to be a record breaker. The year 
1929 opened briskly and the first six 
months was one of the best periods 
in the history of the company. Later 
on, however, there was a considerable 
recession. 

Other shoe factories in Portsmouth 
are also increasing their schedule of 
production and prospects are exceed- 
ingly bright for the first half of the 
year. 


Schwab Co. Takes Over 
Stemmler Stock 


MEMPHIS, TENN. (UTPS)—A 
Schwab Co., 163 Beale Avenue, have 
taken over the stock of Stemmler Bros. 
Shoe Co., 158 South Main Street, where 
a sale has been on for several months. 
The Stemmler store started shortly 
after the Civil War and has been con- 
tinuously active as a retail store sell- 
ing men’s, women’s and children’s shoes. 

Fred Stemmler of the firm was pres- 
ident of the Memphis Shoe Retailers 
Association for several years. The 
Clapp line, J. P. Smith, and other fine 
shoes were handled. A. Schwab Co. 
operate a large store on Beale Avenue 
handling both dry goods, shoes and 
notions. The Stemmler Brothers are 
to retire and have not announced in 
what activities they expect to engage. 
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| Retail Trade Improves 
In the Middle West 


CINCINNATI, OHIO.—A_ continuation 
of cold, dry weather has certainly had 
the desired effect on the retail shoe 
business. Sales were low throughout 
October but a light snow followed by 
cold, sunshiny days carly in No- 
vember, caused sales to mount. Many 
shoe department managers were forced 
to put extra clerks on the floor by the 
middle of the month instead of wait- 
ing until the middle of December for 
the holiday rush. 

Almost every shop is featuring some- 
thing different and everything that is 
offered is moving. Suede continues 
popular and is sure to finish up its 
biggest season ever and reptile, notably 
lizard, is getting lots of play. Combina- 
tions of the two are increasingly popu- 
lar, especially suede, lightly trimmed 
with ring lizard of a contrasting 
color. One department is featuring this 
shoe in six shades at $12.50 and had 
to wire the factory for more just two 
weeks after the first shipment arrived. 

Patent appears to be doing about 
the same as usual and brown and black 
kid sales are reported high everywhere. 


C. A. Helm Dies 


BrockTon, Mass.—Chester A. Helm, 
a partner with Cecil R. Carleton in 
the Brockton Stay Co., died recently 
while on his way by boat to Havana, 
Cuba, on a trip combining business and 
pleasure. He was 54 years old. He 
had been connected with the shoe and 
allied industries here for many years. 
For 15 years he had been head sales- 
man for the Hamilton-Wade Co. here 
but retired a few years ago to enter 
business for himself. Besides his wife 
and a son, Chester A. Helm, Jr., a 
student at Dean Academy. Franklin, he 
leaves two brothers and a sister. 


Changed Shoe Conditions 
in Buffalo 


BuFFALO, N. Y.—The Bureau of 
Business and Social Research of the 
University of Buffalo has given out 
some interesting and somewhat surpris 
ing figures having to do with th 
growth of the retail shoe business in 
this city within a decade. According to 
these figures the number of independent 
retail shoe stores decreased from 195 
in 1918 to 179 in 1928, or 8 per cent. 
During the same period there was an 
increase in the number of national! 
chain shoe stores of 131 per cent and of 
locally owned chain stores of 44 pe. 
cent. There were 79 chain shoe store: 
in Buffalo in 1928, of which 30 wer 
nationally owned and 49 locally owned 
Only 27.4 per cent of the shoe store 
listed during the period were still liste: 
in 1928. 


Mat Kid Selling Well 


AUSTIN, TEX., (UTPS)—Lynn Dill 
ingham, manager of the Dillinghan 
Shoe Company Incorporated of Austi1 
Texas, reports an increased sale o 
black mat kid step-in patterns with bo 
and Louis type heels. Mr. Dillingha: 
also states that reptiles and suede ar 
continuing to be reliable sellers. 

The Dillingham Company have had 
satisfactory sale of shoes this fal 














Much greater than that of last year. 
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Miller-Jones Opens Store in 
Charlotte 


RICHMOND, VA. (UTPS) — The 
Miller-Jones Company has opened a 
shoe store at 15 East Trade street, 
Charlotte, N. C., one of 135 retail 
stores operated by the company, of 
which 15 are located in the South. 
John McKnight will be manager of the 
Charlotte store. 

Mr. McKnight has been associated 
with the company for a number of 
years, and goes to Charlotte from 
Atlanta. He stated that the Miller- 
Jones Company considers Charlotte an 
excellent business center, and added 
that the store which the company has 
opened there is one of the largest and 
most attractive retail stores in the 
South. 


President Geuting Testifies 
[CONTINUED FROM PAGE 39] 


message of the United States to every 
civilized country, developing a great in- 
ternational business. 

Q.—How about these local conven- 
tions? 

A.—In order to educate the distrib- 
utors throughout the United States, it 
is absolutely necessary to have local 
conventions. These local conventions 
will get their inspiration from the na- 
tional convention. Our plan is to per- 
fect about nine regions in the United 
States, so that these local conventions 
may be important enough to attract the 
best minds of the shoe industry and 
draw the small dealers from the small 
towns to some metropolitan center, and 
thus carry the message of the national 
convention to the most remote com- 
munities. 

Q.—Isn’t this program rather an ex- 
travagant one? 

A.—Education has always been cost- 
ly, and has always proved profitable 
when taken seriously. The cost of all 
industrial education finally must be 
paid by the consumer. The consumer 
derives the benefit from a more intelli- 
gent product and service. The National 
Shoe Retailers’ Association budget, 
when taken in relation to the impor- 
tance of the work accomplished, is too 
insignificant for consideration. 

—What do you regard as most im- 
portant in the education of the re- 
tailer? 

A.—First of all, the shoe retailers of 
the United States, and the industry as 
a whole, ought to learn that shoes can- 
not be merchandised like handkerchiefs. 
There is no fit to a handkerchief, it 
has a definite value as you see it on 
the counter. With a shoe it is different. 
It requires intelligent service to get the 
results from the value that the shoe 
represents. The best shoe on earth, 
if poorly fitted, is a loss to the con- 
sumer. Therefore, the more accurate 
the service, the better the merchant 


keeps up his stock, the more intelli- | 
gently he distributes his stock and takes | 
| ing completion. 


care of his customers, the more valu- 
able the article. When this message is 
thoroughly understood we will cease 
making price a fetish and will develop 
competition on a service basis, for which 
the customer is always willing to pay 
a price that will result in a net profit 
throughout every branch of the allied 
shoe industry. 
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Hide Exchange 
Shows Growth 


in Six Months 


New YorK—The New York Hide 
Exchange, which closed its first six 
months of operations last Wednesday, 
has traded in a total of more than 
146,500,000 pounds of raw hide futures, 
valued at approximately $23,500,000, 
during its first half-year. 

“The Exchange has already made a 
great difference in the hide business of 
the world,” said M. R. Katzenberg, 
president. “The officers are naturally 
gratified at the splendid showing which 
our organization has made during its 
first six months, but we are convinced 
that the surface has barely been 
scratched and believe that the Hide 
Exchange will grow steadily as an 
adjunct to the business of the hide and 
leather industry, as well as attaining 
a place as one of America’s leading 
commodit yexchanges.” 

Hide futures are bought and sold in 
contracts of 40,000 pounds, or about 
800 hides each, on the floor of the 
Hide Exchange. Prices recently have 
averaged around 15 cents a pound, or 
approximately $6,000 per contract. The 
maximum price fluctuation allowed in 
one day’s trading is two cents per 
pound up or down from the previous 
day’s closing price, which makes a 
difference of $800 on each contract. 

The bulk of the hides traded on the 
Exchange come from the big packing 
houses in the United States, Canada, 
and the Argentine. Three types are 
traded in—packer, packer type, and 
frigorificos, with suitable differentials. 

The Hide Exchange deals exclusively 
in untanned cow and steer hides. Hides 
can be bought and sold on the Exchange 
for delivery during the current and the 
eleven succeeding months, and the Ex- 
change’s greatest value to hide dealers, 
tanners, and shoe manufacturers is the 
facility for hedging which is thus 
offered. 

As the New York Hide Exchange is 
the only futures board of its kind in 
the world, its membership is cosmopoli- 
tan. There are members in Czecho- 
Slovakia, Havre, Paris, Amsterdam, 
Belgium, Berlin, Cuba, Liverpool, Rot- 
terdam, Shanghai, Rio de Janeiro, Lon- 
don, Buenos Aires, and Hamburg, be- 
sides the larger roster of United States 
and Canadian interests holding member- 
ships. The Exchange is connected by 
wire, cable, and radio with principal 
world markets. 


Huth-James Interests Expand 


MILWAUKEE—The Smart Step Shoe 
Manufacturing Co. will be the corpo- 
rate name of the new Milwaukee or- 
ganization to have the same execu- 
tive personnel as the Huth-James Shoe 
Manufacturing Co. 

The plant to be occupied by the 
“Smart Step” company adjoins the 
Huth-James factory and is just near- 
The product will con- 
sist of women’s Littleways in the 
lighter weights over a wide variety of 
lasts, and fitted with heels ranging 
from 15/8 to 20/8 heights. The price 
range will enable retailers to sell them 
at $5 and $6 per pair. The first show- 
ing of the new line will be at the St. 
Louis show. 


WHERE TO BUY 


Men’s & Women’s 
Slippers 


LEATHER HAND-TURNED 
SLIPPERS 
Nationally Advertised 
Year-Round In Stock 
SERVICE 


Send for 
Catalog 











TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 

















ALL LEATHER IMPORTED CZECHO SANDALS 


FOR IMMEDIATE DELIVERY 
Patterns Riga—Tan and Brown 
Patterns Berte—All Tan, Tan & Black, All White. 
White & Black 
Irwin W. David, General Manager 
THE R. STERN CO., 303 Fourth Ave., New York 





. . 
The Daytime Slipper 
Fiest quality upper steck, genuine 
leather counters, turn construction; 
—_ fine leather soles in — 
finish, eteel shank. Made over com- 

bination last by skilled Ttaltan turn 
shoemakers. ks and fits like 
dress shoe with boudoir comfort. A 
to C_ widths. 

ORDER. A SAMPLE PAIR TODAY 


Sachs & Vigorith, Inc. 
Makers of Hand Turned Footwear 
1401 Central Parkway 
Cincinnati, Ohio 





WHERE TO BUY 
Men’s @ Women’s 
Slippers 


SLIPPER? OF MERIT 
Quality Style- 
ond Character 
Merchandise 
ot Popular: * 
Priges °° °° 
SEND FOR LATEST CATALOG Ni 
KOZY KOMFORT SHOE MFG. CO 1701 Richords St Milw. Wis 


* KENDALL ‘fourom” 
SLIPPER “———"J 


FOR YOUR BEST CUSTOMERS 
AND A GOOD 
MONEY MAKER 

IN 


STOCK 








In Black 
Kid Only 
SEND FOR CIRCULAR 
OF KENDALL'S BALLETS 
Dept 











NDALL SHOE COMPANY 
HAVERHIL MASS. * 
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WHERE TO BUY 


Shoe Ornaments 











WHERE TO BUY 


Store Fixtures 


11 , 4 } EF THE 
NEW GOODWIN CATALOG 
HOE STORE FIXTURES 
STORE INSTALLATIONS 





Using Blackboards to Boost Shoe Sales 


[CONTINUED FROM PAGE 43] 


To speed our service to customers, 
we take our most popular footwear 
from boxes, tag and attach them to- 
gether in pairs and put them into small 
“cubbies,” one for each size of the foot- 
wear. We do this more especially in 
the rubber line. On a rainy or snowy 
day, or, for that matter, any time 
throughout the winter, rubbers are in 
demand and people want quick service. 

The “cubbies” are built-in under the 
counters, each counter having about 
half a dozen, depending upon its size. 
By this method there are no bother- 
some boxes to handle. The salesperson 
merely takes the pair of rubbers from 
the cubby holding the size wanted. If 
others are wanted, those are quickly 
placed in order again and another pair 
taken. 

Our salespersons like the idea, and 
it certainly speeds up the work. As the 
rubbers are attached, none are mis- 
placed or mixed, and we find it takes 
less space to hold a dozen pairs of 
rubbers than it does to hold a dozen 
boxes of rubber footwear. 

We advertise frequently in the news- 
papers, some times more than others, 
but we always try to remind people 
who we are and where we are located. 
We use space in both the local newspa- 
per reaching the French population of 
the city and in the newspaper circulat- 
ing generally among the city and out- 
of-town trade 

Surrounding our city are many 
towns from which we have a potential 
field of about 60,000 people, more than 
actually lives inside the city. By ad- 
vertising in the newspaper that reaches 
these out-of-towners we constantly 
keep ourselves before them. 

While we certainly cater to all pros- 
pective customers, we aim to let these 








New Show Salon in May Com- 
pany’s Store 


DENVER, CoLo. (UTPS)—A Shoe 
Salon Moderne has been opened on the 
first floor of The May Co. store, 16th 
and Champa Streets, Denver, Colo. 

This is one of the most unique and 
attractive slipper display rooms in the 
West. The color scheme of the beau- 
tiful salon is of gold and ivory with 
modernistic motifs in relief. A domed 
ceiling, ivory tinted, has a large central 
design in oriental colorings modern- 
istically adapted from the center of 
which is suspended a dazzling crystal 
chandelier. 

The walls are of patterned Circassian 
walnut inset with life-sized mirrors 
and twelve unit windows under spot 
lights displaying foot wear and ac- 
cessories of the finest and latest ma- 
terials. Blue velvet hangings drape 
the archways. The floor is carpeted 
throughout with blue Wilton velvet of 
modernistic pattern. The furniture is 
of hand carved walnut upholstered in 
genuine frieze, harboring here and there 
among its gorgeous pieces numerous 
dainty shoe cabinets, each of which 
carries a pretty display of slippers. 
A well worked out plan of indirect 
lighting floods the room with a golden 
glow, which gives one a restful sensa- 
tion upon entering it. 





out-of-towners know we’re glad to see 
them. Our salespersons try to make 
them feel at home, for many of them 
are not such frequent visitors to the 
city as are some of the immediate city 
people. We get a great deal of this 
out-city trade. 

In all we get very good results from 
our newspaper advertising. In fact, I 
believe it to be the best advertising 
medium we can get when properly 
worked in with window and interior 
displays and coupled with efficient sell- 
ing of proper merchandise. 


Superintendents and Foremen 
to Hold Banquet 


NEw YoRK—The evening of Satur- 
day, Jan. 25, 1930, at the Hotel Penn- 
sylvania in Manhattan, will be made 
notable through the gathering of New 
York and Brooklyn’s executives of the 
shoe, leather and allied industries, on 
the occasion of the annual dinner of 
the Superintendent’s and Foremen’s 
Association Shoe Industry of Greater 
New York and vicinity. 

This affair promises to be more than 
ever the big social gathering of mem- 
bers of these industries. Friends will 
meet friends, new acquaintances will 
be formed, an excellent dinner and 
dancing will be enjoyed. The entertain- 
ment committee is headed by William 
H. Burger, Joseph Goldsmith and 
William Brister, who are leaving 
nothing undone to make this the banner 
event of the organization. 


R. & S. Shoe Co. Buys 
Swartz Stores 


BuFFALo, N. Y. (UTPS)—The R. & 
S. Shoe Co., of Columbus, Ohio, has pur- 
chased the chain of retail footwear 
stores operated in Buffalo and Western 
New York by the Swartz Shoe Stores. 
William Schiff has been appointed di- 
visional manager of the R. & S. Shoe 
Co. in the Buffalo territory and E. O. 
Keich has been appointed district man- 
ager at Buffalo: The Buffalo stores 
are at 116 Grant Street; 2131 East 
Seneca Street, 243 Elk Street, 1336 Jef- 
ferson Avenue, 66 Main Street, 1495 
East Genesee Street, and the new unit 
at 927 Broadway. The company also 
operates at 2105 Main Street in 
Niagara Falls and at 19 Main Street in 
Tonawanda. 


G. R. Kinney Sales Largest 
on Record 


New YorK—G. R. Kinney Co., Inc., 
reports total sales for November as 
$1,932,445, an increase of $169,825 or 
9.64 per cent over the corresponding 
month a year ago, when sales totaled 
$1,720,620 

Sales for the first eleven months of 
the year showed a gain of $1,343,779, 
or 8.08 per cent over 1928. Totals 
were $17,978,003 against $16,634,224. 
The volume for the 11 months period, 
as well as the volume for November, 


were the largest in the history of the 
company, according to E. H. Kron, 


president. 
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A Lengthened Buy Line Sells 
More Shoes 


[CONTINUED FROM PAGE 36] 


retirement. As long as people are ac- 
tive, they consume in quantity. It is 
reasonable to expect that the Census 
for 1930 will show that 17.7 per cent 
of our people are in this age-group of 
45 to 65 years. 

These matters of earlier assumption 
of responsibility as indicated by earlier 
marriages and of lengthened periods of 
activity as indicated by the figures 
which show a greater percentage of 
the population in the 45 to 60 year age- 
group, change materially our scheme 
of valuation for consumer age-groups. 
The graph visualizes very clearly the 
basis for the re-valuation, and it has 
a definite bearing upon business-getting 
effort. We must be more eager to 
establish ourselves with the youngsters 
and we must be more reluctant to 
relinquish our hold upon people in the 
early part of the Declinative Period. 

Youth, of course, still holds the key 
to the perpetuation of business and to 
the assurance of volume in business. 
And youth is shifting its locale. It is 
rushing out of the cities to the suburbs 
so that the family unit is constantly 
growing smaller in metropolitan areas, 
and larger in suburban areas because 
it is to these localities that families 
with children are moving in one of the 
greatest migrations this country has 
ever known. 

This hegira is so definite that manu- 
facturers of clothing, shoes, baby car- 
riages, toys and other merchandise for 
the juvenile market are hastily survey- 
ing the shift in population so that they 
may keep their selling plans and dis- 
tribution schemes in harmony with it. 
They found, for instance, an average 
decline of 3.3 per cent in births in all 
but two cities of 500,000 population and 
over, during the period from January 
to April, 1927, and the same period 
for 1928. There is an acceleration here 
which will make the figures for the 
Census of 1930 stand out strongly 
although they will need expert interpre- 
tation because the census divides its 
figures as urban and rural only. As 

et, it has no suburban classification 
ut it appears that the Bureau will 
have to make a further breakdown if 
it is to give American business really 
usable figures. 

This change in locale is so general 
that any city may be used for illustra- 
tion, but for convenience, let us iake 
Philadelphia, The figures for the new 
census will undoubtedly show that the 
urban area has gained 14 per cent in 
population, but additional figures wili 
show that suburban Philadelphia has 
gained 33 per cent in population. With 
slight variations, that is the story of 
your city and of your entire United 
States, and certain classes of stores in 
the suburbs are beginning to show a 
big advantage over downtown stores 
because of greater facilities for park- 
ing, nearness to consumers, and more 
opportunity to choose merchandise to 
fit the requirements of consumers in 
their immediate vicinity with the re- 
sulting quick turnover and low inven- 
tory. — 


Boot AND SHOE RECORDER 


combining THe SHogr Retaiver, Dec. 14, 1929 





The decentralization of retailing is 
keeping pace with the decentralization 
of population. For instance, in the one 
year, 1928 to 1929, the retail outlets 
for footwear increased only 15 per cent 
in the city of Philadelphia as against 
a 20 per cent increase in the suburbs. 
And don’t forget, it is the youth of the 
nation, our people from fifteen to forty, 
the big buyers, who are settling in the 
suburbs, and it seems to be the people 
from forty-five to fifty and over, who 
are giving our cities their great growth. 
This phase of the shift in population 
is so tremendously important, it is un- 
fortunate that the census doesn’t give 
us the ¢xact figures for the entire coun- 
try. And while the size of families 
is decreasing, and the number of persons 
per dwelling is also decreasing, the 
new census figures will show that city 
families are much smaller than subur- 
ban families and that the dwelling unit 
in the city contains a much smaller 
average number of pcople than the 
suburban home. By “dwelling unit” I 
mean the individual nouse or apart- 
ment. From this we oy conclude that 
footwear will be sold in larger quantity 
to the suburban buyer although the city 
buyer may Jurgely balance the expendi- 
ture because of the choice of higher 
quality, sc that the money-value of 
these two classes of buyers will run 
about even. 

But there’s another set of figures 
which will appear in the new census 
to delight every executive connected 
with any phase of business. This is the 
matter of the growing racial homogen- 
ity of our people. 

Just the other day, we were study- 
ing the retailing situatioz. in a city of 
85,000 and found practically all the 
business of the store in question, on 
the north side of the railroad. We 
found the railroad to be, in effect, the 
northern boundary of a foreign country 
whose people have no desire to trade 
with a high grade store and not suffi- 
cient buying power to trade there if 
they wanted to. This store has been 
basing its estimate of business volume 
on the presumption that it had 35,000 
population to work with. As a matter 
of fact, its effective population is no 
more than 15,000 

But these*“foreign areas” are vanish- 
ing, and their vanishing presages the 
broadening of the market to include 
all our citizenry. These interrupting 
areas cannot be perpetuated unless their 
population is recruited by a steady 
stream of immigrants, because the 
children of these foreign-born citizens 
are quick to conform to American 
standards and to adopt American ideals. 
Within the last decade, these children 
have adopted the assertiveness of Amer- 
ican youth and have reversed the order 
of things by influencing their parents 
as to mode of living more than the pa- 
rents are influencing their children. 

The new census will give us more 
encouraging figures when it shows how 
little American life is being held back 
by old world standards. 

[TURN TO PAGE 92, PLEASE] 
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WHERE TO BUY 


Dancing Tabs 





| CLOG DANCING TAPS 
| 


special 
minum 
ily attachea ‘ 
} am Shee mn Ls 
wanser a Iteer 
Sts., Phiiade'phie 
Les Aagass 
1162 Se. Hii St. 


Price 20s. Per Pair 











price. 


accessories. 


Supreme Taps in 
three sizes to fit all 
shoes. Speciallow 
Also danc- 
ing footwear and 
Av 
once delivery. 


Send for catalog. 


Coast Representative: 
MR. A. F. WINSLOW 
5205 El Rio Avenue, Eagle Rock 
Los Angeles, California 








_—_ 


WHERE TO BUY 
Children’s Shoes 





as «8 
tilated 


1156 Ne. Main St 
Brockton, Mass. 


Approved by Medical Men 


Foot Developer 
ts wunexcelled. Well 








te 


, 


IDEAL BABY SHOE CO. 


MRS. A. L. DAY 
387 Fourth Avenue 
New York 


ew Yo 
323 W. Jackson Bivd. 
Chicago 
1307 Washington 
St. Louis 
49 Fourth St. 
n Francisco, 


Factory, Danvers, Mass. 
Send for Catalog 


Ave. 








Baby Shoes! 


Soft Soles and 
Moccasins 
84.80 to 89.00 doz. 
All colors—all styles! 
Send for Samples!! 
BOSTON BABY 
SHOE CO. 

No. 1014-1016 Harrison 
Ave., Boston 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 














WHERE TO BUY 
Ballet Slippers 











Soft Toe 
Turn 
Black Kid 
Lefts and Rights Expertly Designed 
; i Women’s Children’s 
Steck : hee —Boa et wori777 “Zee ‘ise 
H. F. MALOTT SHOE CO. Manufacturers 
1915 Girard St., Chicage 





BLACK KID BALLET SLIPPERS 


CS Ges Se ae GAS 

‘om. Miss. Childs 
bier 1.40 1.35 
1.30 1.95 1.38 












IN: 
STOCK 
Los Angeles—1162 So. Hill 8. 





Im Stock Black Ballet 
Slippers 


Ladies’ $1.25 pair 

Misses’ $1.20 pair 

Childs’ $1.15 pair 
uae | +a oo. x Epo. 


7 Duan 
New York Sie 

















BALLET SLIPPERS—IN STOCK 
ef the unusual kind 
Bi02 Bik. Kid Hand Tura 
Soft Toe 


Child’s 6 to yy 35 
Misses 11% to 2 







soe Ants 
hed & ana, camfer” tlopae 
No. 11th ste Philadelph a, Pa. 












Pri 
Rights and Lefts 
Two Grades 
$1.00 $1.48 $140 
1.85 1.80 1.25 SUMNER 

In Stock 
325 West Monroe 


Chicago, Il. 

















WHERE TO BUY 


Dancing Sandals 











DANCING SANDALS 
(ALSO _USED IN GYM 
CLASSES) 


Me. 8. —Rae pea, tan 

or black suede. 

tm bleek kid. Only pearl 
carried in 








Prise 75¢. 


an oons SHOE MFG. CO. 
Swanson Sts., Philadelphia, Pa. 






















Dr. Scholl Sees Big 
Year Ahead 


CHIcaGo — That 
1930 will be a 
great year for 
business is the be- 
lief of Dr. Wm. 
M. Scholl, presi- 
dent of The Scholl 
Mfg. Co., Inc. 

“We are wind- 
ing up now what 
has proved the 
best year we have 
had since Dr. 
Scholl foot com- 
fort appliances and 
‘remedies first ap- 
peared on the market a quarter of a 
century ago,” said Dr. Scholl. “We 
are looking to the future not only with 
equanimity but with positive enthusi- 
asm. This year our appropriation for 
sales promotion and advertising ran 
upwards of a million dollars and we 
will spend an equal amount, possibly 
more in 1930, so firmly convinced are 
we that the coming year will top all 
previous sales of our products. 

“My own observations and those of 
other executives of our company have 
thoroughly convinced me that funda- 
mentally there is nothing wrong with 
business in general and whatever fears 
have been felt have been those of people 
who have failed to more than super- 
ficially consider how little the recent 
stock market flurry really touched the 
great masses of our people.” 





Dr. Wm. M. Scholl 





The State of Industry 


[CONTINUED FROM PAGE 37] 


annual wages amount to $68,000,000. 
The product was valued at $495,000,000. 

The raw material of the industry— 
hides and skins—is a by-product of 
another industry; is, for the greater 
part, perishable; is produced in all 
parts of the world and in quite uni- 
form volume through the year; and the 
cost of this raw material constitutes 
over 60 per cent of the value of the 
finished product. 

(2) Capacity: Post-war deflation in 
the leather industry was not thorough- 
ly accomplished until 1927. The process 
was accompanied by a substantial num- 
ber of reorganizations and some elim- 
inations, but a large surplus capacity 
remains. During 1929 the industry has 
operated at 50 to 70 per cent of its 
present effective capacty. 

(3) Raw Material: In general, the 
industry consumes all hides and skins 
resulting from the slaughter of ani- 
mals in the United States except for 
a minor and fluctuating export move- 
ment. The domestic supply must be 
supplemented by substantial importa- 
tions of raw hides and skins to meet 
the country’s requirements for leather 


| goods. The industry must bring in from 


foreign sources: 
25 per cent of its requirements of 
cattle hides, 45 per cent of its calf- 
skins, 100 per cent of its goatskins, and 
65 per cent of its sheepskins. 
Raw material stocks in the United 
States today are normal to subnormal. 
(4) Inventories: In general, tanners’ 
holdings for principal types of leather, 
whether in raw, process or finished 
[TURN TO PAGE 103, PLEASE] 
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A Lengthened Buy Line Sells 
More Shoes 


(Continued from page 91) 


From 1900 to 1910, 30.7 per cent of the 
population increase was from immigra- 
tion. From 1910 to 1920, only 2.8 per 
cent of it could be credited to imported 
population. Most certainly, there can 
be no objection, in principle, to immi- 
gration because that is one of the 
things that made this country great, 
but there is an objection to anything 
which interrupts the homogizing prog- 
ress of our people into a standard 
American type. So, decreasing the 
importation of fresh, old-world influ- 
ences has, and is making, a valuable 
contribution to the standardization of 
American business. 

Similarly, the percentage of foreign 
born whites in our population dropped 
1.5 per cent from 1910 to 1920 and a 
6.5 per cent decrease from 1920 to 1930 
will not be at all surprising. Even the 
complexities of business caused by our 
negro population are being eliminated. 
The per cent increase in negro popula- 
tion is constantly decreasing. It was 
11.2 per cent for the period 1900-1910 
and 6.5 per cent for 1910-1920. What 
will the new census figures show? 
Probably not more than 3 per cent. 
We shall undoubtedly find that native 
whites of foreign or mixed parentage 
will show a normal increase, probably 
as much as 16.6 per cent which is 
proportionate to the general national! 
increase, but this indicates no added 
complexity for business because these 
people develop into representativ« 
Americans. 

The greatest set of guiding figures 
that business men in any part of the 
world have ever had, will be thes 
figures which the Fifteenth Decennia| 
Census will present. At the moment, 
we are guessing and estimating to a 
larger degree than good business prac- 
tice permits. Within a few months 
we can KNOW, and knowing takes th« 
guess-work out of business. Certair 
it is that the new census will show us 
that we have more people to sell to; 
that we can begin to sell to them 
earlier; that we can continue to sel 
them longer; that the quantity an 
quality of their purchases are increas- 
ing phenomenally; and that Mrs. Papa 
daloupos is buying the same kind ot 
footwear that Mrs. Perkins buys. Al 
of which indicates greater volume. 
quicker turnover, smaller inventory an: 
greater profit. 





Samuel [ntrater Incorporate- 


BuFFALo, N. Y. (UTPS)—Samue 
Intrater, who operates a retail women’ 
footwear shop at 438 Main street, ha 
incorporated under the name of the In 
trater Shoe Co., Inc., with a capitaliza 
tion of $10,000. Associated with Mi 
Intrater in the new organization ar 
these directors: Jacob M. Plaut of S! 
Louis, and L. M. Kay of St. Louis. 





Kinney Store Enlarged 


JAMESTOWN, N. Y. (UTPS)—Th 
G. R. Kinney Co., Inc., has doubled th 
size of its Jamestown, N. Y., unit a 
306 Main Street, of which August | 
Nelson is manager. The doubling « 


the Jamestown store was necessitat« 
by the rapidly increasing volume ( 
| business. 
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Billy Rogers—Shoe Merchant 


[CONTINUED FROM PAGE 45} 


“Why, don’t you go and see Craven?” 

“Who is Craven?” Billy asked. 

“He runs a big store in town and 
specializes on jobs. He’s a keen buyer 
but you get your money on the dot.” 

Getting instructions as to how to get 
to Craven’s, Billy left Breen determined 
to have one more attempt to unload at 
a fair price. He felt sick at the thought 
of once more going through his story 
and seeing the look of disgust on the 
face of his prospective customer when 
he saw the samples. He himself felt 
that there never was such a collection 
of “cats and dogs” as he had accum- 
ulated. 


| fifteen minutes he entered the busy 


store of Craven’s and asked to see | 


the buyer. He was directed to a big rear 
room where half a dozen other people 
were waiting. They eyed Billy curiously, 





a proceeding that made him self-con- 
scious and more miserable than ever. 
After what seemed like an hour, but 
was actually only ten minutes, a plump, 
good natured man came to him and 
said, “what firm?” 

“No firm.” Billy wished that the 
other salesmen had not been there, they 
embarrassed him. “It’s like this. I 
have an overstock of shoes I want to 
sell.” 

“All right young fellow, come with 
me.” The plump man picked up Billy’s 
bundle good-naturedly and took him to 
a small room leading off the salesmen’s 
waiting room. Billy saw that there were 
several such rooms and some of them 
were already occupied by earnest sales- 
men trying to convince Craven’s buyers 
that they needed the goods offered. 
Billy was congratulating himself on 
having such a good-natured man to 
sell to, when he suddenly found him- 
self alone. 

He decided it would be a good idea 
to open his parcel ready for the buyer 
when he returned. He had just finished 
laying the shoes out when a tall, thin, 
middle-aged man came in. 

“Where are you from?” he asked the 
very minute he entered the room. Billy 
told him, and once more went through 
his story which the man listened to in 
silence. He looked casually at the 
samples and then asked, “I suppose 
you can show receipts for all the shoes?” 

“Of course I can.” Billy felt that 
the question was insulting. “I haven’t 
the receipts with me, of course.” 

“Oh well, we can take care of that 
later. I can see you are all right. 
Now then, how many pairs do you want 
to sell?” 

“I’ve just over a thousand pairs 
altogether,” Billy answered. The man 
raised his eyebrows in surprised but 
said nothing. Then he looked over 
the samples, quickly making notes as 
he did so. 

“There are hardly enough of any one 
number to make it worth while splitting 
up” the man finally said. “The only 
way we sell them is to put the whole 
lot on the tables at one price. If you 
care to name a price per pair for the 
whole lot I’ll tell you right away 








whether we are interested.” 
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Billy thought fast. He wanted to 
get all he could for them, of course. 
Yet he dreaded naming a price in case 
it was too high and thereby kill his 
chance of unloading; if the price was 
too low he would be losing what a good 
trader could get. The buyer stood there 
for a moment or two and then re- 
marked, “You figure it out and I’ll be 
back in a few minutes.” 

Left to himself, Billy felt more 
miserable than ever and wished Parker 
were there to advise. But he realized 
that as he was his own boss he had to 
depend on himself alone to decide the 
matter. While he was still in a state 
of perplexity the buyer returned. At 
that moment Billy decided what to do. 
Looking at the buyer with a good- 
natured smile he said, 

“Frankly, sir, I’m bothered to know 
what to say. It is the first time I’ve 
had to do anything like this. Would 
you mind telling me what they are 
worth to you?” 

“Sit down, Mr. Rogers.” The man 
gave a good-natured grin as he spoke. 
“I see you are a greenhorn, and as 
you are so frank about it, I’ll tell you 
exactly how we figure a deal of this 
kind. To begin with, we figure what 
we'll have to sell for to make a quick 
turnover. Having got at that we deduct 
forty per cent for expenses and profit 
and then we have our price.” 

“I see,” Billy said quietly. “Would 
you mind telling me what you’d have 
to sell these for, then?” 

“Not at all. I have fixed our selling 
price at two twenty-five.” 

“Then you’d give me that, less forty 
per cent. Is that so?” The man nodded 
his head. Then after a slight pause 
he drawled, “And that means that I’ll 
give you a dollar thirty-five.” 


i & did not take Billy long to accept 
the offer. He remembered that the 
best price he could get in New York 
was ten cents a pair less. But as the 
New York people were wholesalers he 
realized that their bid was evidently 
in line. “All right, sir, it’s a trade, 
and I am really appreciative of your 
fairness.” 

“Glad to have you say that, Mr. 
Rogers. We try to be fair and give 
all we can so long as we can sell at a 
price that Will be sure to move the stuff 
right away. Now you ship the shoes 
by the middle of next week and we’ll 
send you a check as soon as they have 
been counted. At the same time you 
send the bill for the shoes and send me 
your receipts for them. That is some- 
thing we must have on all distress 
purchases. You can see the reason 
why, I’m sure. Of course the goods 
must come freight paid you know.” 

The two shook hands and Billy left 
the store, still with the samples which 
the buyer refused to have left there. 
He gave a big sigh, half of relief and 
half regret. Of course he had un- 


loaded his lemons, yet at what a loss. | 
It was then lunch time, and Saturday. | 


He felt it was decent of the buyer to 
see him on such a busy day, but he 
found out later that the store had a 
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WHERE TO BUY 
Spats 





IN STOCK FOR 
IMMEDIATE 
DELIVERY 

The complete 

STANDARD SPAT 

line to retail from 

$1.50 to $5.00. 


Send for price list 
S. Rauh & Co. 


650 Sixth Ave. 
New York 





SPARTON 


SPOTPRU gpATs! 


a eR 


profits. BEFORE 

Rub the spot or stain with a Ponte =m 
and presto!—a fresh spat. 

Twice as easy to sell as ordinary spats. 


CHAS. F. CLARK, Inc. 
1403-1409 W. Congress St., CHICAGO 


Thies new 
idea in spats 
this fall will 





Manolis Spats 
Can’t Be Beat 
The oldest t manufac- 
turers ie west sell- 
ing direct to the retail 
stores. Prices $10.50 to 

$30.00 doz. rs. 


Manolis Mfg. Co. 
No. Crawferd Ave., 
Chieago, il. 











ON APPROVAL 
WE CARRY STOCK FOR YOU! 


PRICES: 


636 ition 








DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 


Selling Colors 

He.se to $36.00 per dozes 
Bampies on Request 

FOOTWEAR MFG. 

is Sts. 


STAR 


Howard and Nerr 
Philadelohte 














WHERE TO BUY 
Spats 





Church’s 
Imported Cloth Spats 


Also white linen spats for formal 
and theatrical affairs. 


LYONS & COMPANY 
122 Duane Street New York, N. Y. 











BOND STREET 
hpus 


Styled in England— 
Equal in every way 
to the finest 


ally advertised. 
Write for price list and samples. 


THE WILLIAMS MFG. CO. 
PORTSMOUTH OHIO 


WHERE TO BUY 
W ooden Sole Shoes 





WOOD SOLE SHOES 











WHERE TO BUY 
Skating Shoes 


@THCO 


Al} since in stock 
ate delivery. 


Athletic Shoe 
914 N. Marshfield Av. 
Chicago, 





Open Popular Price Section 


BIRMINGHAM, ALA. (UTPS)—A pop- 
ular price shoe department has been 
opened in the basement at the Bellas- 
Hess store here. The department up- 
stairs will be maintained as heretofore, 
according to H. J. Bell, manager. 





policy that, “any day was a good day 
to make a dollar.” He found if he left 
at once he could get to Fretton in time 
for the evening trade, and he was 
naturally wondering how things had 
gone during his absence. 

He bought a couple of sandwiches 
and was soon in the train on the way 
to Fretton. “Now let me figure up how 
much I’ve lost on the deal. I have 
1026 pairs which cost me altogether 
$3,262.68. As I get a dollar-thirty-five 
for them, I get a total of—yes, that’s 
it, $1,386.51. Phew, a loss of $1,876.17! 
Some licking to take—and then I’ve got 
to pay the freight. . . Believe me, boy, 
I'll never get into a jam like this 
again.” He then remembered his sand- 
wiches, so began eating them. However, 
he found he had no appetite and after 
a second attempt gave up the attempt. 
“That’s a hot one. Me, who used to be 
hungry all the time, and now off my 
feed. That’s what I get for having a 
store to worry about. ..I wish June 
were here... . Gee, I don’t know what 
I’d do without her.” ... Then his tired 
and worried mind cried for relief and 


‘| he dropped into a fitful doze that lasted 


until the train got to Springfield. 


Vysen he awoke he thought of the 
sandwiches. He felt that he could 
perhaps “peck a bit after all.” He 
managed to get a bottle of ginger ale 
and an ice cream. When he had finished 
them he felt decidedly better. 

Thinking over his experiences of the 
past few days he decided that he didn’t 
want to travel in shoes for a living. 
“Boy, but I’m sorry for traveling men,” 
he mused. “Think of keeping this up 
fifty weeks of the year. And think of 
the cold turndowns. No regular meals. 
. .. I’d hate to eat on the run, like I 
have the last couple of days. . . It’s a 
darn sight harder to call on a man and 
try to interest him in shoes than to 
wait on the customer who comes in the 
store all ready to buy. .. Perhaps that’s 
why the traveling man can make more 
than the retail clerk. . . There’s one 
thing I’m going to do from now on. 
. . . Whenever a salesman calls on me 
I’m going to be as decent to him as I 
can. .. Of course, I can’t buy from ’em 
all, but I can always see them even if 
only for a minute and let them see I 
have a regard for them and their fine 
work.” 

Billy jumped up hurriedly. The train 
was emptying at Hartford. He would 
have to hurry if he was to catch the 
local to Fretton. Good luck was with 
him for he just made it. The distance 
was short now. In a little over an hour 
he would be back in the store. Gee, 
but it would be good to be back again. 
He felt that he had been away for 
weeks instead of three days. Smiling 
to himself he said in a whisper, “Well, 
I wonder what has happened since I 
left the old town?” 

He was not prepared for what had 
happened though, and when he arrived 
at the store he stopped in amazement 
and stared open-mouthed. The empty 
store next door was no longer empty. 
The bargain people were there and very 
evidently doing a big business. The 
windows were piled with cheap shoes, 
tossed in higgledy-piggledy. Pasted on 
the top half of the windows were big 
biatant signs to the effect that the 
Factory Outlet Company was offering 
the good people of Fretton the oppor- 
tunity to cut their shoe bill in half. 
No longer was it necessary for the 
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good people of Fretton to vay the 
exorbitant prices charged by small 
merchants who, because of their small 
buying power, could not possibly com- 
pete with the gigantic purchases made 
by the Outlet Company with their 
string of stores stretching across the 
greatest continent in the world! For 
this Saturday, their opening day, the 
Factory Outlet Company was going to 
startle Fretton by offering shoes at 
prices never before heard of. 

Billy noticed that prices were all in 
odd cents, and ranged from a dollar- 
twenty-nine to five-ninety-nine. In a 
daze Billy entered his store. No cus- 
tomers happend to be in the store just 
then, and Biily felt he was entering a 
dead and deserted enterprise. What a 
homecoming after a trip that had made 
him face a loss of so much money! 
Now he had this cut-throat competition 
to meet, and right next door, too. 
“Lilacs” greeted him quite cheerfully, 
and asked him what sort of a good 
time he had had. 

“Good time, Lilacs? I never want 
to enjoy myself if that’s having a good 
time. But you ought to have telegraphed 
me of the opening next door. I ought 
to have been here to do something 
about it.” Just what he could have 
done he didn’t know. 

“I was going to, Mr. Rogers,” the 
man said, “but Miss Solent said no.” 
The door swung open and June herself 
breezed in, looking very cheerful. 

“Hello Billy, welcome home.” She 
hugged his arm in evident delight at 
seeing him. “How did you get along?” 


HE story was soon told, and while 

June realized that Billy had had to 
take a big loss she agreed it was better 
to get it over with. “And what do you 
think of your new neighbors?” 

“Gee, gorgeous, I’m worried about it. 
I'll bet it’s knocked today’s business 
into a cocked hat, hasn’t it Lilacs?” 

“Well, boss. Sales are down some. 
But at that we haven’t done so badly. 
And yesterday was jolly good. For a 
time all four of us were busy selling.” 

“All four? Three you mean. You 
and the two boys.” 

“No, boss. Miss Solent took ahold. 
I don’t know how we would have got 
along without her help.” 

Billy looked with wondering and 
affectionate eyes at June, who tried to 
look unconcerned. Then he said, “June, 
I’ve had no real dinner. Come with 
me to Felkington’s while a grab a milk 
shake.” 

As they walked up the street Billy 
said, “Gee, honey, you shouldn’t have 
done it. That’s not part of the book- 
keeper’s jcb.” 

“Maybe not, big boy, but it’s part 
of my job to help my man any way 
I can.” : 

Billy straightened his shoulders. He 
felt ready to fight the world. “Ail 
right, magnificent, I’ll say no more, 
but won’t I just make things happen 
around this town from now on!” 


I. Miller Salon for Norfolk 


RICHMOND, VA. (UTPS)—A charter 
has been granted the I. Miller Salon, 
of Norfolk, Va., with maximum capita! 
of $50,000, to manufacture, buy, sel 
and deal in boots, shoes and other foot 
wear. Richard Field, of Norfolk, i 
president of the concern, and Shew 
make & Gary, of Richmond, are attor 





neys. 
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WALDES KOH-I-NOOR, Inc. 


THE WORLO'S LARGEST SNAP FASTENER MANUFACTURERS 
MAKERS OF 
WALDES KOH-I-NOOR JEWEL SHOECLASP, SNAPBUCKLES, SLIDES 
SNAP FASTENERS FOR HAND AND MACHINE SEWING, RIVETING, RUGS, ETC 


SNAP FASTENER TAPE, HOOK AND EYE TAPE, HOOKS AND EYES, EYELETS 
CUFF LINK FINDINGS, BACHELOR BUTTONS, INITIAL BUTTONS 


LONG ISLAND CITY, N. Y. 


TELEPHONE: HUNTERSPOINT 5394 


November 27th, 1929 


Mr. William Rogers, 
Mill Street, in care of the BOOT AND SHOE RECORDER. 


Fretton, U. S. A. 
Dear Bill,- 


Hal Whitehead, who seems to know you very intimately, 
keeps me pretty well informed of the interesting problems you are 
encountering, and I am undeniably interested in seeing you "come 
thru" successfully. Last week he aroused unusual sympathy in 
speaking of the problem of disposing of your old stock among 
women’s one strap sandals,- or shoes...I'm wondering whether you 
would accept a suggestion that would enable you to cash in on the 
experience of others who have faced the same situation? 


I presume your career as proprietor is not so extensive 
that your old stock is definitely "obsolete" - right? Well, then, 
don't worry too much about how mich of a "cut" you'll have to make 
in the sale price of those out-of-style shoes.... liodernize them. 
You can probably dispose of them at the price originally. intended 
for them, if you invest in an inexpensive touch of modernism for 
each of those "worry<warts." 


Take your strap shoes, and strip off the button fastening. 
Replace it with a Koh-i-noor Jewel Clasp,- which fits any buttonhole, 
It will instantly bring the inoffensive strap shoe into a STYLE class 
competing with a style feature offered by the most fashionable shoe 
stores in the country. Jewel Clasps are Modern. They feature simplic- 
ity and speed. They "Snap-on!" or off instantly...Man! there are enough 
sales talking points in them to make your customer feel that she lost 
time and money by ever buying shoes elsewhere. Incidentally, you can 
apply the Jewel Clasps without tools, and can get them at prices 
ranging from 15¢ to 75¢ a pair. 


Putting a touch of color or novelty in an otherwise un- 
attractive article is always good psychology. Remember, Bill, that 
beauty patches were first conceived to cover facial blemishes, but 
many a coquette acquired a coronet by a simple eye-attracting spot. 

Try it out, Bill, and best wishes for your success. 


Yours, thru the courtesy of Ilal Whitehead, 
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of your business—one important key to success 


AN ACCURATE FINANCIAL RECORD 















FINANCIAL RECORD 
merchant service. 


The Boot and Shoe Recorder’s 
Financial Record 


BOOT AND SHOE RECORER s a 
is another distinct RECORDER 
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ACCOUNTS Pp, ABLE 








MONTHLY SALES SUMMARY 





each department. 









This book provides for an accurate 
record, with entries made easy cov- 
ering income, outgo, cost, selling 
price, profit, liabilities, assets. 


Each sheet is properly headed and 
ruled to cover each operation and 
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consists of: 
100 Daily Sales Sheets 

















6 Cash Received Sheets 

















Statement Sheet 


Contains sufficient sheets to cover one year’s requirements of 144%” x 1144” 


average size busy shoe store. 
et $12.50 


Re-fill sheets carried in-stock. 

Used in conjunction with our STOCK and DAILY SALES 

oo it gives the busy store accurate records of every 
etail. 


postage prepaid 





The Financial Record 
with cloth board loose leaf binder— 


(women’s, men’s, children’s 
hosiery, miscellaneous) 


6 Accounts Payable Sheets 
6 Accounts Receivable Sheets 


6 Cash Disbursements Sheets 

6 Monthly Sales Summary Sheets 
6 Purchase & Merchandise Sheets 
1’ Yearly Comparison and Financial 


(all ruled both sides) 


(Check with order, please). 




















































Merchants Service Dept. 


BOOT AND SHOE Tre 





EE 
® days. 





189 W. Madison St., Chicago, Illinois $= $™$||  cuiy ..................-. 








Please send me the Financial Record for 


RE which find check enclosed for $ 
this bookkeeping method does not meet my 
requirements, we have the privilege of re- 
turning same, postage prepaid, within 5 


Merchants Service Dept. EE udbtraitrstugundds secs 






12.50. If 
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PROTECTION 


Celastic Box Toes possess a sturdiness 
that gives adequate protection to the 
toes of the wearer and preserves the 
original toe style of the shoe through 
long, hard wear. . . Yet, there is no 
feeling of stiffness or discomfort, for 
Celastic possesses a flexibility that pre- 
vents pinching, as well as a durability 





that prevents sagging. Celastic —The 
Quality Box Toe, keeps the toe look- 
ing young even when the shoe 


has become old. 


United Shoe Machinery Corporation 


Boston, Massachusetts 


THE QUALITY 
BOX TOE 


U/C 
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Imported English 
Aviator Boots 


In Stock 


Perfect fit and graceful 
lines are the characteristic 
features of these superior 
quality aviator boots. 


B81— 17 inches high, fin- 
est quality, tan willow calf, 
full calf lined. Also in 
black. 































Also in stock, Riding, Field 
and Jodhpur boots, and all 


riding accessories. 
















Imported 
English 
Spats 
in stock 

























B81 
COLT-CROMWELL CO., INC. 
1239 BROADWAY NEW YORK CITY 








* * 


TO MANUFACTURERS AND USERS 
OF SHOE ORNAMENTS 


We are Sole Owners of Patent and all Rights 
pertaining to said Patent on Goose Neck or U 
shape Buckle Bar (Patent Number 1419034) 





used on Button Covers formerly 


owned and controlled by the C.&G. Mfg. Co., 
Inc., Providence, R. I. 


The use of this Bar is restricted to Buckle Man- 
ufacturers who are licensed. 


* For further information address— 


G. H. PULSIFER CO. 


Manufacturers of Metal Shoe Buckles and Shoe Ornaments 
67 FRIENDSHIP ST. 
* PROVIDENCE RHODE ISLAND * 


The Jhoe Buying Centre 
of New York! 


room of national leaders in the shoe 
and leather industry. Desirable offices 
for Approved Tenants. 


write M ARBRIDGE Bidg.Co., Inc. tev 




















come to New 
York be sure to see 
the lines permanently 


GREELEY BOUDOIRS a 
ARE SELF-SELLING 













GIFTS 
Just arrange a counter of 
Greeley Buodoirs — advertise 


them a bit—and the women will 
sweep them away as gifts. In 
black and colors with 
leather or rubber heels. 
Order from your jobber or 
from us direct. 


IN 
STOCK 


36 Pair Cases 


A. W. GREELEY 








na 12 Duncan St. - - Haverhill, Mass. 


— iNSUREp— 


— = ARCH SHOES — 


mei IN STOCK 





black rie AA TOE 
ord ‘inlay, ONE OF 25 


14/8 leath- 
fro’: MADE IN PHILADELPHIA 
44 t P BY MASTER CRAFTSMEN 


C. S. GIBBON CO. 
50-54 No. 4th St. Phil., Pa. 


























* ” 
POST-McVEY Ne 


COMPANY 


Cutters of 
FINE QUALITY TOPLIFTS 
of every description 
BEST OAK TOPLIFTS 
for the 


NEw WOMEN’S LEATHER 


HEEL 
347 CONGRESS ST., BOSTON, MASS. 





















No ities Copies of the 
Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lezxi- 
con is exhausted. No more copies of this shoe 
and leather trade dictionary will be available until 
a new edition has been printed, at which time 
notice will be given. 


Boot and Shoe Recorder 
239 West 39th Street New York, N. Y. 
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THE 
wes UsSINESS 


Bo AROMETER 


Business Changes 


CALIFORNIA — Fresno — Maurice Rorphuro 
(1049 Van Ness St.); shoes, etc.; reported ad- 
vertising to sell out. 


Santa Monica—M. S. Goldring & Sons, Inc.; 
boots, shoes, etc.; reported will close out branch 
store at 19 Windward Ave., Venice, Cal. 


LOUISIANA—Vidalia—A. B. Roberts; boots 
and shoes; recently commenced business. 


MASSACHUSETTS — Boston — Amalgamated 
Shoe Corp.; shoe manufacturers; incorporated 
outkedesll capital $75,000. 


Public Shoe Shop; boots and shoes; business 
certificate filed by Louis Blumenfeld. 


Jacob Schwartz (859 Washington St.); boots 
and shoes; recently commenced business. 


Strand Shoe Co.; boots and shoes; business 
certificate filed by Solo E. Sosna. 


Brockton—Montello Heel Co.; manufacturers ; 
capital stock increased by $4,000. 


Chelsea—Suffolk Shoe Co.; shoe manufac- 
turers; filed $4,000 issue of common stock. 


NEW HAMPSHIRE—Manchester—Post Office 
Shoe | gga (406 Chestnut St.) ; boots and shoes ; 
recently 


NEW YORK—Brooklyn—Max Forman 
Third Ave.) ; shoes, etc. ; store closed. 


Lillian Lehman (Mrs.) (387 Bridge St.); 
boots and shoes; sold or closed out business. 





(8415 


New York City—Baronet Clothes; boots, shoes, 
etc. ; increased authorized capital $5,000. 

Cooper Shoes; boots and shoes; recently in- 
corporated. 


Ida Sweder (1981 Second Ave.) ; 
shoes; reported selling or sold out. 


OHIO—Akron—Nobil Shoe Co., Inc.; boots 
and shoes; reported to have purchased business 
of P. L. Williams’ Sons, Sharon, Pa., from 
Harry L. Bishop. 


boots and 


Dayton—Rosensweet & Groban Co.; shoes, 
a3 partnership dissolved; succeeded by R. J. 
roban. 


OKLAHOMA—Oklahoma City—Belcher Dry- 
goods Co. (225 W. Grand Ave.) ; shoes, etc.; re- 
ported closing out business. 


PENNSYLVANIA — Aliquippa—J. & Rush 
(Estate) ; boots, shoes, etc.; succeeded by Morris 
Shapiro. 


Uniontown—Nathan Clothing Store; shoes, 
etc.; recently at Main & 
Morgantown Sts. 


SOUTH DAKOTA — Lake Preston — Service 
Shoe Store; boots and shoes; reported Cecil 
Adams disposed of his interest to Henry Lawson 
of Highmore, S. D. 





TENNESSEE—Memphis—Caradine Shoe Co.; 
boots and shoes; reported to have purchased the 
Perkins Shoe Co., Inc. 


Failures, Embarrassments, Etc. 


ALABAMA—Evergreen—The Star Store, Inc. ; 
shoes, etc.; reported petition in bankruptcy. 


CALIFORNIA—Modesto—M. B. Foster (Fos- 
ter’s Shoe Store); boots and shoes; reported 
petition in bankruptcy. 


ILLINOIS—Chicago—Robert Edelson (Jeffer- 
son Shoe Store) (6758 Lincoln Ave.) ; boots and 
shoes; reported petition in bankruptcy. 


Meyers Shoe Co., Inc. (2100 Madison St. and 
branches); boots and shoes; reported extension 
granted. 

Joseph Wojtowicz (4216 W. 22nd St.) ; boots, 
shoes and repairing; reported petition in bank- 
ruptcy. 

Lily Noman (5413 S. Kedzie Ave.); slippers, 
ete.; reported offering to compromise for 25 
per cent. 

Chicago Heights—Sam Rosen (Rosen’s Dept. 
Store) ; shoes, etc.; reported receiver appointed. 


LOUISIANA — Villa Platte—Jacon Koury; 
boots and shoes; reported petition in bank- 
ruptcy. 


MASSACHUSETTS—Cambridge—Miller Cloth- 
ing House Co. (552 Mass. Ave.) ; shoes, etc.; re- 
ported petition in bankruptcy. 


Salem—Frank Coombs Shoe Co., Inc. (242 
Canal St.) ; shoe manufacturers; reported called 
meeting of creditors for Dec. 7. 


MICHIGAN—Kalamazoo—Theodore Eisenberg 
(123 Portage St.) ; shoes, etc.; reported offering 
to compromise at 60 per cent—payable half cash 
and balance in 12 monthly payments. 


MISSOURI—St. Louis—Ben Peltz (2633 South 
Broadway) ; boots, shoes and repairing; reported 
petition in bankruptcy. 


NEW HAMPSHIRE—Claremont—Barney Gold- 
stone; boots and shoes; reported petition in 
bankruptcy. 
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NEW YORK—Long Island City—George Cohen 
(“‘Pedi-Mode Shoe Shop”) (45 Bliss St.) (2276 
Second Ave.) (Astoria) ; boots and shoes; asking 
general extension. 


New York City—L. M. Hirsch Shoe Co. (810 
Sixth Ave.); boots and shoes; reported called 
meeting of creditors. 


Samuel Rothbatt (150 W. 34th St.) ; boots and 
shoes; reported 60 per cent settlement effected. 


Gertrude Weisbart (833 Columbus Ave.) ; 
boots and shoes; reported called meeting of 
creditors for Dec. 6. 


Louis Weiss 
shoes; r 
Dec. 6. 

Joseph Zamosky (936 E. 165th St.); 
shoes, etc.; reported receiver appointed. 


Syracuse—Wieting Shoe Co., Inc.; boots and 
shoes; reported petition in bankruptcy. 


NORTH CAROLINA—Whiteville—Robert M. 
Wolf (Wolf’s Dept. Store) ; shoes, etc.; reported 
petition in bankruptcy. 


OHIO — Cleveland— Broadman & Mednick 
(Mayfield Quality Store) (12108 Mayfield Road) ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 


PENNSYLVANIA — Bridgeville — Alex Abra- 
ham & Son; shoes, eic.; reported petition in 
bankruptcy. 

Philadelphia—C. S. Gibbon Co. (50-54 N. 4th 
St.) ; shoe manufacturers ; eens called meet- 
ing of creditors for 


SOUTH DAKOTA—Grafton—Nels D. Erie; 
shoes, etc.; reported petition in bankruptcy. 

TEXAS—El Campo—Leon C. Bishkin; boots, 
shoes, etc.; reported petition in bankruptcy. 


Port Arthur—Jones-Lantz Shoe Co.; boots 
and shoes; reported petition in bankruptcy. 


(254 Bleecker St.); boots and 
called meeting of creditors for 


boots, 
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Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 


New Shoe Dealers 


Sibley, lowa—J. C. Penney Co. (soon). 
Hollis, Okla.—J. C. Penney Co. 
Jeffersonville, Ind.—J. C. Penney Co. 


Fremont, Ohio—Montgomery Ward & Co. 
(soor). 


(soon). 


Gonzales, Tex.—Montgomery Ward & Co. 
(soon), 


Gloversville, N. ¥Y.—Montgomery Ward & Co. 
Brunswick, Ga.—W. T. Grant Co. 


Guntersville, Ala.—National Price Wrecker 
Stores 


Lowell, Mass.—Jackson Shoe Co. 


Boston, Mass.—Ann Howe Shoes, Inc., 207 


Essex St. 


Y.— Regal Shoe Co., Kings 


Brooklyn, N. 
Highway and E. 15th St. 


Pittsburgh, Pa.—Stetson Shoe Shop, 
Theater Bidg. 


Loew 


Bowling Green, Ky.—Miller Jones Co. 

Grand Island, Neb.—Montgomery Ward & Co. 
Mullens, W. Va.—R. H. Hazemy Co. 
Yankton, S. D.—H. L. Stacy, N. Broadway. 
Buena Vista, Ga.—R. P. Stevens. 

Hazelgreen, W. Va.—T. N. Tanzy (soon). 
New York, N. Y.—Kings Highway Shoe Co. 
New York, N. Y.—National Shoe Stores, Inc. 


Birmingham, Ala.—M. H. Webb, 417 N. 
17th St. 


Osceola, Ark.—B. A. Cox. 
Modesto, Ill.—M. Steinmetz & Son. 
Harrison, Ohio—The Leader, Simonson Bldg. 


Newton Falls, Ohio—Horne Department Store 
Co. 


Oklahoma City, Okla.—South Robinson Army 
& Navy Store. 


Round Rock, Ariz.—Round Rock Store, Inc. 
Jacksonville, Fla.—Golden’s Bootery. 
Martinsville, Ind.—J. J. Newberry Co. 
Clearspring, Md.—Charles E. Pound. 
Miami, Ariz.—Joe N. Sawaia. 

Pinetop, Ariz.—W. P. Rhodes. 
Sodaville, Ore.—E. F. Rogers. 

Toledo, Wash.—G. P. Enger. 
Kalamazoo, Mich.—C. M. Heimbaugh. 
Eugene, Ore.—La Mode Slipper Shop. 
Salem, Ore.—Hamilton Shoe Store. 
Myrtle Point, Ore.—Joe M. Barker. 
Seattle, Wash.—Moehring Shoe Co. 
Roseburg, Ore.—Goldie’s Booterie. 
Winthrop, Wash.—Jerry Sullivan. 
Salem, Ore.—Cooper Shoe Store, Inc. 
Genesee, Idaho—-W. H. Matthews. 
Odessa, Wash.—Jacob Seibel. 









THIS MAY BE 
YOUR OPPORTUNITY - 














SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN WANTED 

















WANTED 


Experienced salesmen to sell on: commission line of Women’s Special Process 
Stylish Arch Support Footwear made to retail at $4.00 and $5.00. Thirty 


patterns carried by Stock 


Department. Territories open: TENNESSEE, 


WISCONIN, NEBRASKA, OREGON, ILLINOIS (not Chicago), MINNE- 


SOTA. 


THE TILL SHOE COMPANY, OWEGO, NEW YORK 


New York’s Children’s Shoe 
Headquarters has following 
territories open. 

Brooklyn and Long Island. 
Manhattan and Bronx. Staten Island. 
Complete line of Children’s In-Stock 


Shoes. 
Will pay good commission basis to right 


parties. 
H. MALKIN’S SONS 
150 Duane St., New York City 














“SMART STEPS” 


Our new line of high heeled style shoes, a sister line to our 


“Modern Miss” Welts will make its debut at the N.S.R.A. in 


January. 


Men with a clean record and following who are interested in 
making a change should address their application with all 


details to the 


HUTH-JAMES SHOE MFG., CO. Milwaukee 








SALESMEN 


Opportunity for 2 experienced shoe salesmen with progressive 


manufacturer of slippers and Deauville Sandals. 
trade; nationally known and advertised trademarks. 


Established 
Territories 


are (1) iowa, Nebraska, North and South Dakota, Kansas and 
Missouri with certain restrictions ; (2) Western Pennsylvania and 


Western New York. 


Prefer single man- with his own car. 


Only high class men well acquainted in the trade and who come highly 


recommended by representative houses will be considered. 


counts. 


Application by letter only. 


Address to 


Drawing ac- 


Give full details, age, experience, references. 


GOLO SLIPPER COMPANY, 129 Duane St., N. Y. C. 








ALESMEN for North Central States—ir 


S 


$4.00 and $5.00. Commission paid weekly- 









stock line of McKay novelties that retail <t 


references required. Address B-472, care Bo:: 


and Shoe Recorder, 239 West 39th Stree 
New York, N. Y. 





S ALESMEN WANTED to carry side line 
Thirty numbers 
Long_establishe: 


Infants’ Turns and Welts. 


in stock. 10% commission. 


and financially responsible house. Will consider 


only men with established trade selling esta- 
lished line. Address B-479, care Boot and Shoe 


porerder, 239 West 39th Street, New York, 
* 4 





HAYE openings in following territories: W 
New York, Central New York, Dist: 
Columbia and Maryland and Massachusetts 
experienced road shoe salesman with our c 


plete in-stock line of men’s and boys’ welt shovs 


retailing four, five and six dollars. Line p 
six per cent with weekly expenses advan 
against earned commission. Make applicat 
immediately, stating lines sold and amount 


last two years shipments; also three business 


references. J. W. Carter Company, Nashvi 
Tenn. 


ALESMAN to carry as side line our 

known line of high grade stitchdown sh 
for children in the States of Oregon, Washi 
ton and Montana; also Western New Y« 
Give references in your first letter. Helm! 
Shoe Mfg. Co., Milwaukee, Wis. 





ALESMEN wanted with established client 


to sell women's novelty footwsar carried 
stock retailing fcur to six dollars. Territor 


open: Michigan, Illinois, Indiana, Ohio, \ir- 


ginia, Maryland, Louisiana, North Carolina 
New York State. State reference and 
territory covered in first letter. Address B 
care Boot and Shoe Recorder, 80 Federal St: 
Boston, Mass. 








Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be receiv 
St., New York, 

that advertisements 
will be put over to the 


POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES W 


ANTED 
4c per word. Minimum Charge 75c. 
ALL OTHERS 
7c per word. Minimum Charge $1.25 


ed at the Boot and Shoe Recorder, 239 West 39th 
» 09 Monday of the week of publication in order 
be Fa may same week. Otherwise insertion 
ollowing week’s issue. 


When advertisers desire answers to 
come in our care twelve words must 
be allowed for address. When adver- 
tisers desire replies forwarded direct 
to their address each word of their 
address must be counted in the adver- 
tisement and paid for accordingly. 

Payment in advance is ex- 
cept when re advertisers, as 





amounts are too small to open accounts. 
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ANTED—Aggressive salesmen for fast 

ing side line infants’ and children’s s 
10 per cent commission basis; prompt’ s 
ments. Rochester’s finest line attract 
priced. Following States open: Arkansis, 
nois, Indiana, Kansas, Ohio, Michigan, ‘ 
consin, Texas, Delaware, Maryland, New 
land. Give experience, present connection 
all facts confidentially in first letter. Toot 
Inc., 9 Haidt Place, Rochester, N. Y. 





ALESMAN wanted to carry a well k: 

popular line of stitchdown shoes and sa: 
on the Pacific Coast. He must be a person 
good following and one who can produc 
salary and commission. Only those highly 
ommended need apply. State full qualificat 
Address B-507, care Boot and Shoe Reco 
239 West 39th Street, New York, N. Y. 


cal 













————— 


t shi 


e pays 


vane 
licat 
punt 


usiness 


shvi 


elmh 


client 


rried in 


rritor 


io, Vir- 


lina 





SALESMEN WANTED 


SALESMEN WANTED 











WANTED 


A PRODUCER with established business who works his territory close to carry 
our new Spring Inie exclusively in the following territories: Texas, Iowa and 
Illinois, Nebraska, Minnesota, Kentucky and Tennessee. Spring line ready 
January 2nd. Ramsey’s Inc., 347 Rider Ave., New York City. 











POSITION WANTED 


POSITION WANTED 








WANTED 


POSITION AS BUYER AND 
MANAGER of shoe store or depart- 
ment. Have had 27 years’ experience, 
have ability and aggressiveness. Further 
Available at once. 
and 
West Madi- 

son St., Chicago, Ill. 











HAIN STORE EXECUTIVE AVAIL- 

ABLE—A man of wide experience in shoe 
merchandising, has supervised the management 
and merchandising of about 25 stores from 
Coast to Coast. Seeks a similar connection 
where the opportunity for future advancement 
is possible. For 11 years buyer for one of the 
biggest retail stores in the United States, in 
the Loop district. Knows the retail shoe busi- 
ness from all angles, also market conditions. 
He is a detail shoeman with full knowledge and 
experience in systematizing stores, control of 
stocks, turnover and other essentials of success- 
ful merchandising. Can supply best of refer- 
ences as to ability, honesty and character. A 
personal interview is requested. Address B-490, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





POSITION as manager for shoe store or de- 
_ partment, thoroughly experienced, used to 
high grade trade and corrective shoes. Last 
position over fifteen years as manager and 
partner in an outstanding exclusive shoe store 
in good Canadian city. For past year in States 
mn specialty work. Canadian, married, can 
give best of references. Address B-509, care 
Boot and Shoe Recorder, 239 West 39th Street, 


New York, N. Y 





BUYER—Manager or assistant wishes to make 
connection with good reliable firm. Young 
man (30) a progressive, capable buyer and 
merchandiser, thoroughly versed on modern re- 
tailing methods, ten years of successful experi- 
ence. Excellent references. Now employed but 
—_ —- pone seonep. an B-508, care 
soot an oe Recorder, 239 West 39t 
New York, N. Y. a 





WANTED—Position as Buyer and Manager 


" of shoe store or department. Have had 
fifteen years’ experience handling high and me- 
lium grade shoes for high class trade. Thirty- 
eight years old, single. Know the shoe markets 
and how to merchandise shoes at a profit. Best 
of reference. Will consider any section of the 
States. Address B-506, care Boot and Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 





SHOE BUYER available January Ist. Age 
“ thirty-three, twelve years’ experience in buy- 
ing and nortan gaa for exclusive shoe stores 
and departments. ormerly District Super- 
visor operating eight shoe stores in Middle 
West. Unquestionable record, finest references. 
Addréss B-502, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N 





SALESMAN, orthopedic expert shoe fitter ten 
years. Age 29. Can fit wings; met. ads; 

Nore aor & i eg arches. Address 

498. care Boot and Shoe Recorder, 239 

39th Street, New York, N. a? +“ clea 





I AM twenty-nine and have had eleven years’ 

retail and wholesale €xperience. Three years 
as clerk and four years as buyer of medium 
and high grade —_ shoe store. Two years 
traveling Northern hio_ with General Lines 
and two years traveling Indiana and Wiscon- 
sin with High Grade Men’s Shoes. Will be 
open January first for either traveling position 
or buyer in any type_of shoe store or depart- 
ment any place in United States. Address 
B-497, care Boot and Shoe Recorder, 239 West 
39th Street, New York, N. Y. 
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A Valuable Factory Executive 
This executive possesses a most unusual com- 
bination of abilities. As a shoe manufacturer 
he knows all the smallest details from last and 
pattern making clear through to finishing. As 
a stylist he is especially skilled in the fine points 
of mode and grace in women’s footwear. As & 
salesman he has that rare personality which 
makes friends quickly and holds then long. He 
is energetic, interested in the job and his honesty 
is unquestioned. Now open for a position be- 
cause his last connection was not heavily enough 
capitalized to carry out its plans. The com- 
pany employing this man will add a most valua- 
ble member to its executive staff. For further 
information, address B517, care Boot and Shoe 
Recorder, 80 Federal Street, Boston, Mass. 











ERMANENT connection wanted. Fifteen 

years experience in popular price and high 
grade shoes. Shoe buyer past five years. Thirty- 
five years old. Address B-520, care Boot and 
Shoe Recorder, 239 West 39th Street, New 
York. N. Y. 

OSITION WANTED — Merchandise man, 

age 30, 4 years general office, 5 years mer- 
chandising. Address B-512, care Boot and Shoe 
Recorder, 239 West 39th Street, New York, 

, a 





INDOW Trimmer, Card Writer, Shoe Fit- 

ter. Ten years’ experience, five years de- 
partment manager. Address B-511, care Boot 
and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





HE services of a man with the advantage of 

having been a successful traveling salesman, 
head of a wholesale house and of a manufac- 
turing company, will be available about January 
a. His teatdiee of shoes. of merchandising 
and of men would make him an ideal sales- 
manager. His knowledge of the New England 
market, in which he has a_ strong following, 
will prove invaluable to any firm wishing distri- 
bution in that section. Address B-510, care 
Boot and Shoe Recorder, 80 Federal Street, 
Boston, Mass. 


XPERIENCED shoe salesman, ¢orrective 

fitter, capable store or department manager. 
wishes position with reliable firm. Address D. 
Howard Grass, 15 W. St. Louis, Youngstown, 
Ohio. 





WANTED TO PURCHASE 


WANTED to connect with manufacturers to 
purchase entire output of all returned shoes. 
Address B-516, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 








FOR SALE 





FOR SALE—Beautifully equipped shoe repair 
shop in city near Worcester, Mass. Good 
opportunity to add shoes, sale of which would 
be all velvet. Address B-499, care Boot and 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


OR SALE—Family shoe store, livest in 

Streator, Illinois. Will reduce stock to suit 
good lease. Best location. Address B-503, care 
Root and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





FOR SALE 

Exclusive women’s shoe store in Wis- 
consin city of 60,000. One hundred per 
cent location; doing nice volume of busi- © 
ness. All clean stock and beautiful fix- 
tures; can reduce stock to $5,000. Sell 
ing out for personal reasons. Address 
B-519, care Boot and Shoe Re- 
corder, 189 W. Madison Street, 
Chicago. 











HOE store, established seven years, known 
as ORTHOPEDIA FITTING; A-1 location, 
cheap rent; staple shoes; stock reduced to mini- 
mum; for particulars call in gerson no auc- 
tioneers. Schwarz Shoe Store, 1315 St. Nicholas 
Ave., New York City. 





OR SALE—Attractive shoe store doing a 

nice strictly cash business in a prosperous 
Michigan town of 65,000 population. Good 
location, moderate rent. Average stock consist- 
ing of women’s, men’s, children’s shoes and 
rubber footwear. Selling out to dissolve partner- 
ship. Address Economy, 133 E. Michigan Ave., 
Jackson, Michigan. 


OR SALE—Pekin, Illinois. Complete shoe 

store for men, women and children Good 
lease and a money maker. Address B-504, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








FOR RENT 


OR RENT—Store 15 feet by 100 feet with 

an ell 14 feet by 18 feet. 100% loca- 
tion. Just vacated by owners after 35 years’ 
successful shoe business Write Peterson & 
Rulfs, Wilmington, North Carolina. 








TO LEASE 


§ HOE department for lease in our men’s 
and women’s department store. Ground 
floor space; best location in city of 25,000; 
store established 35 years; would consider either 
ladies’ shoes, or ladies’ and men’s department; 
only concerns with best of references need 
apply. Waldman’s, Sedalia, Mo. 








LINE WANTED 





ANTED—Women’s novelty line to retail 

$2.98 for North Carolina and South Caro- 
lina on straight commission. Have established 
business with volume buyers. Address B-515, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





FOR RENT 





FOR RENT 











New York Office and Salesroom 
Available 


Due to the merger of the Shoe Retailer with the Boot and Shoe 
Recorder, there is available at the Marbridge Building, head- 
quarters of the New York shoe industry, a desirable suite of 
offices or display rooms especially suited for a concern selling 
the shoe trade. Complete information can be had by writing 
the Boot and Shoe Recorder, 239 W. 39th St., New York, N. Y. 
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BUSINESS OPPORTUNITY BUSINESS OPPORTUNITY 


MERCHANTS’ NEEDS 














BUSINESS OPPORTUNITY 


Shoe store in prosperous Michigan town, can be bought reasonable by experienced 
shoe man. One who has about $5,000.00 to invest, and can handle the exclusive 
agency of one of the best known, nationally advertised shoes in America. Real 
factory cooperation. 

Address B-500, care Boot and Shoe Recorder, 239 West 39th St., New York, N. Y. 




















LINE WANTED LINE WANTED 








An established selling organization now functioning in New York, New Jersey, 
Pennsylvania and Connecticut is ready to add a line of heavy work shoes. 
This is a wonderful opportunity for a manufacturer of heavy work shoes who 


is willing to cooperate with this organization to establish real distribution for 
his product in this market. Address B-505, care Boot and Shoe Recorder, 239 


West 39th Street, New York, N. Y. 














W OMEN’S novelty line wanted for Chicago. 
Salesman of goud reputation, successful 
record, enjoying large following among best ac- 
counts including several chains. Can produce 
large volume for reliable factory or jobber sell- 
ing $3.85 to $5.50 retailers. est references 
furnished. Address B-501, care Boot and Shoe 
Recorder, 189 West Madison St., Chicago, Ill. 


REPTILE SKINS 








REPTILE SKINS 


Lizard, Snake, Frog, Crocodile and wide 
variety reptile and fancy skins, leathers. 
Collectors, importers and manufacturers. 





MANUFACTURERS’ line of Women’s Welts 

Si and Turns for New York City ood vicinity. 
ix years’ previous experience on this territory : 

ae high, grade line. Sates B-514, care astern FB Trading 

ped Vere i | ne 239 West 39th Street, 123, Edgeware Road, London 

















SALESMAN with wide acquaintance among 
retail and wholesale trade between Minne- 
sota and New Orleans and Chicago and Denver 


MERCHANTS’ NEEDS 











Complete with 5 color screens. Made 
entirely of paraluminum. The perfect 
color light for shoe window displays. 
Sent C.O.D. If check accompanies 
order we pay parcel post. 


SHOW WINDOW LIGHTING CO. 
69 WOODBINE ST., PROVIDENCE, R. I. 














Window Decoration 

and maker of j 

Artistic Price Tickets i 

Latest in Imported and Domestic Roll | 

Paper, etc., in Season. I 
Samples mailed free on request. 

EMIL RUBLACK 

140-142 West Broadway 

Bstablished 1903 New York 



































will consider line of popular price men’s or 
women’s shoes. Address B-513, care Boot and 
Shoe Recorder, 80 Federal Street, Boston, Mass. 















WANTED TO PURCHASE 


















TILTS ATANY ANGLE 





$2.75 Half Gross 


Guaranteed to give 100% 
Satisfaction 


M. D. POLLINGER CO. 
416 Victoria Bldg. St. Louis, Mo. 








TO BE SURE YOU RECEIVE 


HIGHEST PRICES 


ring eatin in at Sse 

(Ketab. 40 years.) Cash transactions. 
Export Surplus Purchase Co., Inc. 

506 Broadway, New York, N. Y. 
Telephones Canal 6874 and Canal 0655 

































WINDOW 





HIGHEST CASH PRICES 











PAID : 
ass taken wre” Wremenaioes <casdoatiol | DISPLAY FIXTURES 







MAX GLAUBERG 
64 Lispenard St., New York City ; 
Canal 8014 















| made by 
| SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
SEND CATALOG, 














Quick Cash Buyers 
‘Retail Ghoe Stores—Stocks or Odds ané 
Ends. U0: = taken over. 
POSTER @ DEUTSCH 
436 Grand St. New Yerk City 

Dry Deek 03523 
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ee CMilbract 
—————]|_ Rolling Step Ladders 
> —+-——-=| Enable you to eo 
M | + highest shelves con t- 
pa © ly. 
— x t They last a lifetime 
=s and 
Are made in any style, 
sha) or size to fit any 
x kind of shelving. 
= retnaes Se Sa 
; et us e 
: : | ladder for your use. 
Sa Milbradt 


Manufacturing Co. 
Established 1806 
2416 No. 10th Street 




















ST. LOUIS, MO. 


POMPOMS AND ORNAMENTS 
SOFT SOLE SLIPPERS _— 
The chandise at the 
right mer: = © right price. 
HY-GRADE SLIPPER SUPPLY ©O. 
693 Broadway New York City 
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CSTABLISHEO 1890 


LABELS 


and 


SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 








AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 











AND SHOE RECORDER 




















et ee 


| 


FOR 








PER MONTH 





8 Cards— 


of different ie and text 
with 100 Blank Price Tickets, 
or 72 Printed Price Tickets 
cach month, and 4 Card Helders. 





IDEAL SPATS 


Here’s a Spat That Pays 
You and Your 
Customers 


The next time one of your cus- 
tomers. comes in, just raise the 
hood about cold feet, show him 
Manolis Spats and that will end 
all. Manolis is the oldest spat 
manufacturer in the middle- 
west, selling direct to the re 
tailers. 


STYLES AND QUALITIES 


$10.50 to $12.00 dozen pairs 
$14.50 to $18.00 dozen pairs 
$22.00 to $30.00 dozen pairs 


SHOE ORNAMENTS 


Rhinestones for straps, vamps and Colonial buckles 
$2.50 to $24.00 dozen pairs 


Cut Steel Buckles $7.00 to $36.00 dozen pairs 
Blue Steels Our Specialty 


Samples sent on request 


M&Mhants Service Dept. 
Boot and Shoe Recorder 
Chicago 





MERCHANTS’ NEEDS 








Val Neo Oe 
GP SPECIALISTS 


| THE AMERICAN PRINTING LABEL CO 
a 314-316 E.12th St. CINCINNATI. OHIO 


[ hile Row for Samples | 





IVS cusnion Tire 
Ll 


Insure cS 4 
shelf service for 
any line of mer- 
chandise. Deep tread / 
steps, properly spaced, 
with convenient full , 
length handholds on both /7y¥ 
sides of ladder permit / 
mounting or descending 
with ease. Both hands 
free to remove or 























replace stock without 
danger of falling. 
Cushioned Tired ¢ 
Trolley and Truck 

eliminate noise and prevent vibra- 
tion, Erection as simple as A, B,C. Utilize 
small space. Make top shelves safely avail- 
able for stock purposes. One style—neat of 
an 1 height ceiling. 

ousands in use. 


Circular on 
rte + 8. co, 
request. _ “ sH ox 4 $s oo 


MPS-WATER evevens- HAY TOOLS - DOOR NANGERS | 








Boot AND SHOE RECORDER 





Manolis Products Are Sold Only to Shoe Dealers 


Manolis Manufacturing Company 
4248 N. Crawford Ave. 


CHICAGO, ILL. 








The State of Industry 
[CONTINUED FROM PAGE 92] 


stocks, are low; close to the low point 
in eight years. 

Raw material in other than tanners’ 
hands appears to represent no more 
than the normal quantity between 
slaughter and shipment to tanners and 
is lower than average. Finished leather 
held by dealers, importers and shoe 
manufacturers is a low record for eight 
years. 

In the most important branch of the 
industry, namely, cattle hide leathers, 
comprising sole, belting, shoe upper, 
upholstery and other types, finished 
stocks in tanners’ hands represented 
on Sept. 30 last less than two months’ 
consumption against a seven-year aver- 
age inventory representing 3.4 months’ 
consumption. , 

In the other principal branches of 
the industry, producing kid, calf, and 
sheep leather, the situation is practical- 
ly the same. 

(5) Market for Finished Product: 
The output of the leather industry is 
diversified and specialied as to kind, 
character, and purpose. However, the 
bulk of the product is designed for the 
manufacture of shoes, and the shoe 
industry consumes 75 per cent of the 
total leather product of the United 
States. The balance of 25 per cent 
satisfies a long list of other leather 
requirements in this country and a sub- 
stantial export trade. United States 
requirements for leather are partly met 
by imports. Leather imports amount to 
a considerable sum annually and have 
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shown steady and marked increases over 
the last several years, due to the fact 
that shoe leather has no tariff protec- 
tion whatsoever. 

The importance to the tanner of the 
knowledge of the position of his larg- 
est customer, the shoe industry, is ob- 
vious, and the Trade Survey Bureau 
of the Tanners’ Council has studied the 
shoe industry intensively for some 
years and has developed good efficiency 
in estimating stocks, production, and 
general trends in that field, with the 
object of enabling tanners to coordinate 
the production of leather with its con- 
sumption. 

(6) Shoe Industry: Shoe production 
for 1929 has been at a high rate, with 
October showing the highest produc- 
tion for any month on record. 

Our Trade Survey Bureau expects 
something more than a seasonal reduc- 
tion of shoe production during the 
coming three months, to be followed 
by a resumption of activity in line with 
the past five-year average. 

“Demand for shoes is not materially 
affected by the condition of ‘general 
business’ and remains fairly constant. 
Shoe production to meet this demand is 
regular from year to year.” 

The tanning industry has been con- 
spicuously unprofitable since 1920. 
The year 1929 will not show any re- 
turn on its investment. The current 
trend of inventories downward; the 
position reached on Oct. 1, and a pos- 
sible adjustment of operations to less- 
ened demand in the last months of year, 
give hope that year’s end will find the 
industry in good balance as to inven- 
tory. 












Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 





problem of the retail shoe merchants. 
The chief purpose of THe Boor aAnpD 
SHoe Recorver is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 
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Next Week 


you will find 


in the 


Boot and Shoe 
‘Recorder 


VERY practical issue on Dec. 21 

to organize the mass-sale of shoes 
in the next two months. The biggest 
problem of this issue is to put in the 
merchants’ minds the necessity for 
moving goods. We will show a method 
that is always an absolute certain 
sell-out. Kenneth Goode gives a per- 
fect example in this issue when he says, 
“Every man, woman and child is con- 
stantly out of shoes. Excepting food 
and shelter, the percentage of people 
needing shoes at any given moment is 
higher than any other normal demand. 
Shoe sale advertisements, therefore, 
reach more immediate, possible custom- 
ers than any other advertisement. The 
moment cut prices bring bargains 
within their reach, real need starts 
them running toward your store. 
Selling is a matter of people—not a 
matter of goods. Advertising is « mat- 
ter of people, not of copy.” 


AAA 


EETING' changing conditions, 

keeping in step with present-day 
trends in merchandising, style, what 
not. These are problems that keep the 
modern merehant thinking about busi- 
ness outside of store hours. Stores 
that succeed in surmounting and solv- 
ing them win their way to survival and 
prosperity. One shoe concern that has 
demonstrated extraordinary ability in 
this direction is the Turrell store in 
Seattle. You'll get a tremendous lot 
of inspiration from reading the story- 
next week. 


AAA 
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As Uniform as Human Skill Can Make Them 


Right in step with every advancement oY modern shoemaking 
— millions upon millions of VULCO-UNIT BOX TOES are 
supplied to leading shoe manufacturers each year — manufac- 
turers who know VULCO-UNIT BOX TOES to be of as uni- 
formly high quality as human skill can make them. 


BECKWITH MANUFACTURING COMPANY 
Largest Manufacturers of Box Toes in the world 


STATLER BLDG. + BOSTON 
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